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Open to Buy 


N.: only under present conditions, 
but at all times, merchandise your shoe stocks so that you are in a position to buy 
and take advantage of opportunities that will improve your profits. 

There is no special time to move shoes. If a merchant makes a mistake, let him 
recognize it at once and find a price that will move them. Too much money is 
spent in advertising and trying to move merchandise of this character. Cut the 
price deep enough so there will be no question about cleaning them out. A one- 
day sale is better than a two-day sale, and a two-day sale is better than three. 

Our inventories are possibly 40 per cent lower today than they were a year ago. 
We budget all of our buying and already have completed our plans up to next 
August. The budget is based on sales, plus a survey of business trends and our 
experience during similar periods. 

A definite budget, based on sales, which is flexible enough to provide for in- 
creases or decreases is established for each department. If the sales in any one 
department exceed the buying budget, the additional pairs are added to the fol- 
lowing month’s purchases. If the sales show a decrease the pairs are deducted 
from the following month’s buying budget. With a budget plan of this kind 
stocks are not over-balanced. 

We budget our advertising in the same flexible manner. If a department doesn’t 
want to advertise during a certain period, this money accumulates until they have 
something to feature. Our advertising is based on sales. We appropriate our 
budget according to the percentage of sales in price range. If, for example, 30 
per cent of our sales are in the $7 to $10 range we try to spend a similar percentage 
of our advertising budget promoting this business. We think it good business to 
stay out of the newspapers at certain times of the year. 

If a merchant breaks down his stocks into three parts he will usually find that 
two-thirds of his business is done on one-third of his stock. The first third in- 
cludes the style shoes that move rapidly, the second third shows up fairly well, but 
the last third is where you take your markdowns. 

We keep a record and break down of each line by manufacturers. This is kept 
by markdowns, turnover and gross profit. Our figures tell us if a line of shoes 
is making a profit or not. If we can’t make a profit on a line of shoes we dis- 
continue it. To this line in stock we add the numeral ¥%4 to the code. We start 
moving them first by putting a P.M. of the shoes, then if they are slow to move 
we will drop them out of the price range into a lower one, and eventually they go 
into one of our semi-annual sales at reduced prices. 

To stimulate business during the remainder of this year we are going to spot 
certain lines of merchandise and make a drive for some of the Christmas dollars 


with a sane advertising program. 
VK Arey 


General Manager, Fyfe’s, Detroit. 





For the 


r 
i he buyer who features 
a junior deb department must be constantly 
combing the market for something new. 
The principles of the shoe must remain the 
same, but new trims, throat detail and a dif- 
ferent accent or perhaps the omission of any 
accent at all on the quarter line are items 
that should have the attention of the buyer. 
Sports types, walking and town types oc- 
cupy the spotlight of fashion this season for 
general wear. The black shoe, trimmed with 
dainty bandings, is the type that the young 
miss wears with printed silks of the durable 
colorings. 
Heel heights and contours are a matter of 
new discussion, but the most important note 


Miss at School 


This 
Season's 
Trends in 


Junior Footwear 
— 


is the suitability of pattern and color. Therefore a buyer 
of a sub deb and junior department must be keenly inter- 
ested in the new whims and habits of the types for whom 
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and the Girl at College 


HAMILTON JEFFRIES 


Recorder Fashion Editor 


he buys and watch the style and color of the new season’s 
coats and frocks. If the garments become colorful and 
fluffy then a certain type shoe is going to be in demand. 
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But if tailored types and short coated suits 
are in the fashion trend then of course the 
tailored shoe is the natural sequence. 


|, = as blue in 
all tones will be worn in volume this spring 
perhaps one blue pump in a line for the 
younger girl might register, as calf as well 
as kid is featuring sound and staple blues for 
town types. 

Some snake skins are being bought in strap 
models as are the suede and simulated tips 
and quarter. 

Heel lines are about the same as this winter 
season, with some minor changes. 





Don’t Cry; Try! 


Instead of Waiting for Business to Come into the Shoe Store, 


Why Not Go Out and Get It? 


By MURRAY C. FRENCH 


An exchange card like this, put in 

a gift package, relieves both the giver 

and the receiver of embarrassment 
about exchanging 


Cnariey Bowman turned away 


from the door in disgust. “It burns me up,” he 
wailed, “to see the crowds rush gayly by our store at 
Christmas time to spend all their money for nothing 
but useless frivolities.” 

“If business won’t come to us, let’s go out after 
business then,” Jim Bowman, his father, answered. 
“What’s become of that motto of yours, ‘Don’t cry; 
try’? 

“Shoe merchants have always been accustomed to 
sitting back on their haunches waiting for business 
to come in the door. It’s become a habit. Maybe 
a little out door work is what we need. 

“Think, son. Insurance men, real estate dealers, 
printers, all have places of business, but how much 
business would they do if they didn’t go out after it? 

“Our experience has been that shoes, no matter how 
much we advertise them, do not appeal to people as 
Christmas gifts. Naturally when they think of slip- 
pers they think of shoe stores. 

“But hosiery—now there is something that is far 
and away a larger selling Christmas item than slip- 
pers. Yet you must admit comparatively few people 
think first of a shoe store for hosiery. While our 
hosiery advertising brings returns it is ususally over- 
shadowed in the newspaper by the department stores 


with their big promotions. However, I have another 
idea! 

“This morning an insurance man bought a nice bill 
of hosiery to give his office girls for Christmas. Said 
he didn’t know of anything that would please them 
more. 

“That put me to thinking. Plenty of employers 
could be sold hosiery if we would only go out after 
them and remind them of hosiery. Let’s try it in- 
stead of crying because they don’t think of hosiery, 
or if they do they buy it somewhere else. Don’t cry ; 
try.” , 
That was five years ago. The story of Bowman 
and Son’s “Give Hosiery to Your Employees” cam- 
paign can be told in a few words. 

First they made hosiery “sample cases” as shown 
in Fig. 1. These were lined with plush and had 
elastic bands to hold the overlapping hose in place. 
While the few pairs they could hold would not sample 
the entire line they served to give the prospect some- 
thing to look at and handle. 

The first fifteen days of December they found to be 
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the best time to go out. Employers are not interested 
sooner. Those are not busy days for shoes and one 
man can always be spared for morning soliciting. 
Two outside women were used as well. 

Bowman’s well known name served as an introduc- 
tion and assured a hearing. A note book record of 
each call was made so there~was less wasted time 
each succeeding year. 


They soon discovered it was 
useless to call on large concerns employing over 
twenty-five people. Such firms invariably had their 
employees’ Christmas gift policies already established 
and were not open to change. 

The best prospects proved to be small offices, such 
as insurance, investment, real estate, law, dental 
groups, small hotels and the like. Most of these had 
no set policy and were glad to have a Christmas sug- 
gestion. 

Few employers made definite selections. It was 
usually, “I’ll leave it to you. Pick out three pairs 
each and they can exchange them later.” 

Of course the present for each employee was 
wrapped separately, all ready to hand out. Choice was 
given between a holly box and a good grade plain 
white box, with the latter growing in favor every 
year. In fact it is a more expensive box than the 
holly covered one. 

Sales of this kind run up into money quickly. Oc- 
casionally an employer would ask about quantity dis- 
count. However, none was given beyond the regular 
fifty cents off on three pairs. Some preferred gift 


certificates to hose, so the solicitors carried them also. 
There was always a chance to sell hosiery for gifts to 
the employer’s family as well. 
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+ for it will get their share. 





A plush lined folder used as a 
sample case in selling hosiery out- 
side of the shoe store 





















In order to make exchanging easy Bowman’s put a 
neat card in every box of gift shoes, slippers or 
hosiery, not only at Christmas time but all during the 


year. It reads: “Bowman and Son will gladly ex- 
change this for you if you wish.” 

This card pleases both the giver and the receiver 
more than one would think at first glance. The giver 
always hesitates to tell and the receiver always hates 
to ask where a present was brought and whether or not 
it can be exchanged. This little card relieves all em- 
barrassment. 


| it guarantees 
pleasant transaction when the exchange is made. This 
occasion, according to Charley Bowman, has good will 
possibilities not properly appreciated by the average 
salesman. 

The exchange gives an opportunity to make a per- 
manent friend, for a considerable proportion of gifts 
always go to people who are not customers already. 

Going out after business, Bowman’s decided, is 
profitable if done in the right way. It gets easier 
every year. Those who buy one year have only to be 
reminded after that. 

This is a season in which there is a particularly 
strong argument for aggressive sales effort of this na- 
ture. As everyone knows, business has been back- 
ward. Customers are inclined to hesitate. The holi- 
day season offers shoe merchants an opportunity to 
change buying psychology and start a forward move- 
ment. People are in the mood to buy as Christmas 
time approaches. 

Moreover, a vast amount of money is now available 
in the hands of consumers to finance the buying of 
needed footwear. Banks are distributing through 


| Christmas clubs a vast amount of money, estimated 


at $632,000,000. Those who make an aggressive bid 
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Know Your Business 
—Says Mr. Fyte 


Come to Detroit 
—He Urges Merchants 


A. H. GEUTING 
President of the N.S.R.A. 


A. H. Geuting: “Mr. Fyfe, speaking for the Na- 
tional Shoe Retailers’ Association, we are proud to 
meet in Detroit, Jan. 5, 6, 7 and 8, in the city that has 
the largest retail shoe store under one roof, operated 
by the dean of American shoe men.” 

R. H. Fyfe: “Mr. Geuting, speaking for myself and 
the city of Detroit, which I have seen grow from a 
mere trading center to its present metropolitan pro- 
portions, I know we are tremendously pleased in hav- 
ing you as our guest. The Fyfe Shoe Co. is heartily 
back of the convention. Many of our executives are 
serving on committees to make the convention a 
success.” 

A. H. Geuting: “In your 65 years of experience as 
a retail shoe merchant, Mr. Fyfe, what are the signifi- 
cant things that have made your business success- 
ful.” 

R. H. Fyfe: “I have always kept in touch with new 
methods of merchandising and styles as they develop 
to increase and expand our business without bringing 
in too much unnecessary detail. I have always real- 
ized that our patronage depends very largely on the 
reputation we make for treating customers right. I 
know you can’t sell shoddy merchandise and succeed 
permanently.” 

A. H. Geuting: “What advantages are offered by a 
convention such as ours? You've lived through many 
periods of economic adjustment and the stabilization 
that usually follows. What are the tangibles that can 
be offered to merchants at our meeting here in De- 
troit? What are the benefits to be derived to combat 
resistance in a difficult year?” 

R. H. Fyfe: “Our organization and our methods of 
merchandising are what we work out for ourselves 
and the experiences and successful practices of other 


sound shoe businesses. For instance, every Tuesday 
our department heads meet, go over all details of the 
preceding week, discuss conditions and the outlook 
of our trade and plan for the coming week. Then 
too, the floor men and sales force have their weekly 
meetings. We hold a miniature show convention of 
our own each week. 

“The point that I’m trying to make is that it has 
been our experience that exchange of ideas, a discus- 
sion of practices and business policies providing a . 
workable plan has been a great step forward in the 
growth of our business. The convention offers new 
ideas, advanced methods of merchandising, new lines 
of shoes and the opportunity of mingling with mer- 
chants who are conducting successful businesses. Your 
meeting is simply a greatly enlarged store meeting 
multiplied with increased numbers of merchants con- 
tributing the best possible thought on the problems of 
the retail shoes business.” 

A. H. Geuting: “The slogan selected for all of the 
business meetings and open forum sessions is ‘New 
Methods of Merchandising and Management.’ What 
in your judgment are some of the important subjects 
that should be considered ?” 

R. H. Fyfe: “A business can have no better ideal 
than service. Since I have been in business my ambi- 
tion has not been to amass the greatest possible amount 
of money, but to serve the public in the best possible 
manner. Service to the public is no philanthropic 
theory, but a sound business policy. If the confidence 
of the shopper is gained his business is gained. And 
in this way business is held.” 

A. H. Geuting: “Your ten story building stands as 
a monument to your success as one of the outstand- 
ing shoe merchants in the country. Many young men 
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R. H. Fyfe, dean of 
American shoe mer- 
chants and head of the 
organization operating 
the biggest shoe store 
in the country under 
one roof, will celebrate 
his 92nd birthday on 
January 5th, opening 
day of the N. S. R. A. 
Convention in Detroit. 
He is honorary chair- 
man of the Conven- 
tion Committee. _ 





in the business today seek encouragement and help. 
What advice can you give them?” 

R. H. Fyfe: “Integrity is the first quality of a suc- 
cessful man. It is a quality which means honesty with 
one’s self as well as with others. The man who is 
honest with himself will make a just estimate of his 
achievements. The ‘easiest way’ is not often the right 
way and may lead to ruin eventually. 

“I believe persistence to be another of the attributes 
of the successful man. A young man may begin at 
the bottom, but if he applies himself and learns the 
details of the shoe business in which he is engaged, 
there is no limit to his possibilities. The world ad- 
mires a man who is an authority. The shoe merchant 
today must know every detail of his business as well 
as the successful practices of other merchants. The 
men in our company who have succeeded began very 
humbly and advanced step by step learning as they 
went. They can go back now if necessary and work in 
any department. 

“Your great convention meeting here, Mr. Geuting, 
will be a symposium of proven experiences in the re- 
tail shoe business. In these times of changing con- 
ditions, shoe men desiring to push forward in the 
‘period that always follows economic adjustments of 
this kind will certainly want to come to Detroit. An 
invitation is extended to all- merchants to visit our 
store. If any of our methods or store policies in- 
terest them we shall be only too glad to offer a com- 
plete explanation. I believe this cooperation must 
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exist in the shoe business if we are to go forward as 
an industry.” 

A. H. Geuting: “You know, Mr. Fyfe, it is a happy 
coincidence that the 1931 N.S.R.A. convention will 
open on Jan. 5, your ninety-second birthday, so we will 
bring to you on this day the felicitations of the shoe 
trade of the nation, represented by over ten thousand 
merchants, who will on that day, in Detroit, raise their 
glasses to drink a toast to one of its most illustrious 
and much-beloved characters.” 

R. H. Fyfe: “That’s beautiful, Mr. Geuting. Thank 
you so much.” 

A. H. Geuting: “And now a few words to the shoe 
merchants. In this depression I notice many shoe men 
resorting to opportunistic expedients to whip up their 
sales, but I have yet to know one who, has made a 
success of it. Then why demoralize and undermine 
the industry, without getting results? Be frank with 
your customers, and be square with yourself. You 
can only sell as you can buy. 

“A merchant overloaded has to take his loss .. . 
that is good business. Why not tell the story straight, 
instead of giving a consumer the idea that shoe prices 
have no sound economic price basis? Why cut your 
legitimate prices below a legitimate return, which is 
already imperilled by diminishing sales, and only leads 
to demoralization? This is a vital problem of the 
present. Come to Detroit and let’s consider it together 
from every angle. United counsel leads to sound, 
constructive action.” 
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What Sets Shoe Prices? 


— all this chain store price-cutting there 

are shadows cast upon centrally operated organi- 
zations. It is an exceedingly significant thing that in 
one month nine of the major shoe chains in the United 
States started a store-wide 10 per cent, 15 per cent or 
20 per cent off sale. Remember their price levels 
already were between $4 and $6 grades—for volume 
and existing only through volume. 

At first hand, it looks as though some of the chains 
were a bit panicky, for the net result is that when 
all chains cut no one chain gets the benefit. There 
has been no perceptible increase in sales to justify the 
reductions made. 

These reductions, then, may reveal in back of them 
large inventories collected in spite of central control. 

It is a habit for any one shoe store to gather odds 
and ends and when you multiply that by a hundred 
and more stores, the result is a dead mass of shoes 
that dynamite alone can only move. 

In still other cases, the leases so high, overhead so 
heavy and expenses going along—multiplied by a 
hundred similar stores—and you come to the point 
where a sale has got to be put on to get ready money. 

So let’s not take the hysteria and panic of some 
of the big cities and let it run like wildfire through 
the trade. Present opinion is molding current opinion 
into the belief that all price trends are downward. 
People are seeking lower priced-goods with quality. 
Many merchants are meeting that demand with shoes 
that stand up and serve the purpose well. The happy 
middle-ground on which shoe prices will settle isn’t 
very far off. 

The average of stores throughout the country show 
a better inventory standing than a year ago and many 
stores have money on hand to buy “values” and 
“sweeteners.” Pity the store that is so loaded with 
old stock and is so restricted that it cannot brighten 
and freshen with new goods in mild and necessary 
doses. 

There is such a thing as over-stimulation of sales, 
building up a false public opinion—that all shoes are 
not worth the price. 


When the public finds it difficult to get proper sizes 
and fits then the public has forced upon it the proper 
appreciation of the right shoe for the right purpose at 


‘the right price. 


The public doesn’t know any more about shoe prices 
than it ever did. Many a merchant has been able to 
take one or two shoes out of a line and step the profit 
up to a phenomenal point and has been able to do 
that in this day and time—depression or no depression. 
What the public wants it will buy and pay for it. All 
people are not cheap-price minded. 

In the last analysis, there never was a time in late 
November and December when conditions weren’t al- 
most exactly as they are today; people interested in 
other things ; merchants not particularly interested in 
buying. Then the alibi was: “We are not buying 
until the Convention”—now the alibi is: ‘We are 
not buying until the public starts buying.” All the 
negatives, are in force but here and there is a positive 
merchant who is doing better than he expected. If 
price is the big story after all, do all that you can 


Ask Me Another 


—What causes industrial depressions? 


—There are various causes, such as over- 
building, adversities of nature, overstrain- 
ing of credit, warfare, general bad habits 
of living, political discontent, social 
movements, etc. 


—How long do severe depressions usually 
last? 

—According to historical observations 
severe depressions run about 12 months 
in their downward movement and per- 
haps another 12 months in the return. 

—W here do we stand now? 


—lIf precedent is to be relied upon, we are 
now at the turning point for better times. 


TE ay cent 


President. 
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10% DISCOUNT for your 
OLD SHOES for CHARITY 














Look for the Window Cards that Will 
Idéntify These Stores 
















po Remember 
Bon:Ton Dept. Store M. & L. Shoe Store k oe 
P. Wiest Sees Betty Jane Shoes TUE. | NOVEMBER 
G. R. Kinney Co. Geo. E. Smith 
B.A.ShorbShoeCo. Lehmayer & Bro. = 24th 
W.H. Miller &Sons Arnold’s Shoe Shop . to 
aid Only! 











Another “Buy Now” Angle 


—vvv 


to meet it. One thing remember always—follow pub- 
lic opinion. It will set your shoe prices. 


VvvVv 


Give and Get More 


RE we aware of the research laboratories pos- 

sessed by major industries now at work creating 

new uses for commodities so that they can get the first 

and major slice of the public’s dollar? Many of these 

industries have a mortgage on the customer’s dollar. 

previous to its being earned, through the system of 
installments and easy credits. 

The electrical industry, through its spokesman, at 
the Conference of Business Paper Editors recently, 
said: “Products still unknown will be placed in the 
market and sold in 1931. Manufacturers of all kinds 
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of electrical products are steadily growing closer to- 
gether. The tendency of these groups is to begin 
work with standardization of millions of designs and 
installation conditions. The groups have become mer- 
chandisingly minded.” 

The spokesman of the automobile industry said: “I 
see a period of assured production ahead, a large num- 
ber of units with a possibility of greater stabilization 
in employment next year. The centerpiece of the 
new campaign of the automotive industry is the ser- 
vice department of the automotive retailer, with the 
sales room as its natural ally. Stability, therefore, 
means progress in money taken in by the automotive 
retailer—if not in new cars sold, then in service 
rendered.” 

The spokesman for the building industry indicates : 
“An increased production of large scale building pro- 
jects—with the modern idea of utilizing new combina- 
tions of materials, steel, plastic wood, etc., developing 
new ideas in architecture.” 

The transportation industry will endeavor to solve 
uneconomic competition between different types of 
transportation. There is a possibility of railroads 
carrying not only goods on rails but oil and gas and 
pipes and a final touch of giving store door or house 
to house delivery service. 

“A complete new cycle of mechanization of food 
distribution is on the way,” said the food expert. 
“New processes of quick freezing and all goods in 
packages will guarantee to the customer a year-round 
supply of fresh meats, fruits and vegetables at a 
moderate cost, at the same time assuring the retailer 
a better price through removing the pressure of sur- 
plus from the market in the producing season.” 

One voice in behalf of the retail apparel industry 
said: “We are beginning a new ten-year period in re- 
tail merchandising in which we realize the error of 
drives for larger sales, for the rapid growth of sales 
has not been achieved through lower overhead but at 
an increasingly higher one. In the years ahead this 
process must be reversed and the sales volume added 
through lower costs of distribution.” 

The lesson is very apparent in the shoe trade—the 
need for giving more in service and fitting—for only 
by that giving can you get more. 












































H... is a stunt used 
by Stanley-Melvin Bootery, St. Louis, with success- 
ful results in increased business. 

The store sent out postal cards, put posters on the 
windows and had signs hung in the store, announcing 
that a pair of men’s, women’s or children’s shoes 
would be given to anybody who would make “Mickey” 


the clown laugh. The cards and posters announced 
the time that “Mickey” would perform and attracted 
a very large crowd. 

Everyone in the crowd, young and old, did every- 
thing to make “Mickey” laugh, but nobody succeeded. 
Anyway, this put the crowd in good humor. After 
each performance “Mickey” gave a talk on the shoes 
carried and told about the big sale in progress. This 
brought many extra customers to the store and at 
the end of the day showed a big increase in sales. 


ok * * 


An ordinary one cent government post card is used 
to good advantage by the Plymouth Clothing Co., 
Minneapolis, in reminding men of the store’s shoe 
department. The very brevity of the message—for it 
is only four lines long—appeals to the busy man. 

The store’s card file is so arranged that customers 
are written to once in six months. That means, how- 
ever,'a certain number of cards go out each week to 
those who have not been in the store during the 
preceeding six months, with each man getting two 





|. (Other People’s 


‘We go abroad,” wrote an ancient philosopher, 
“to see what we would not observe at home.” 
Let these O. P. I.’s be the telescope in your 
business observatory. 


cards per year. “As our Hanan shoes wear a man 
a year, that is often enough to job the trade,” says 


C. I. Hodgkins. 
* * * 


A football sleeve band with school colors is given 
free at Brouwer’s, Milwaukee, with each pair of boy’s 
$5 Varsity tap oxfords.. Enough youngsters are keen 
for this kind of advertising to make it worth while 
to feature in both the windows and the newspapers. 


* * * 


One shoe store in Rockford, Ill—Nelson-Carveth 
Co.—is beating the house to house hosiery selling 
racket out of the city through using girls of its own, 
who are paid $1.00 a day, plus a 10 per cent commis- 
sion. By having a store right in the city, the feature 
of being able to make exchanges over the counter or 
having adjustments satisfactorily made face to face, 
is stressed in the sales talk. 

A good hose retailing at $1.25 or two pairs for $2.00 
makes an attractive price with little sales resistance. 
Having the right type of girls is most important is 
the experience of this shoe store. A properly trained 
outside selling force can be made to be a real factor in 
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HARRY R. TERHUNE 
Field Editor, Boot and Shoe Recorder 


building a business. Many dozens of hose are bought 
in the store by satisfied customers who were first 
introduced to the store by the canvassers. 


*x* * * 


A ten per cent discount to the boys of the High 
School graduating class brought considerable extra 
business to the Minneapolis Nettleton shop. Cards to 
the boys which gave this information were distributed 
in person by the manager, R. H. Sweeney. “Bob” is out 
among the boys during all their athletic contests and 
is well known by the coaches. Cultivating the ability 
to remember faces and names, particularly nicknames, 
is a great asset, he finds. 

A series of three letters went out to the Nettleton 
shoe customers during the sale which brought home 
the bacon. The real kick was in the last letter. 


* * * 


Around the top of the shelving in the Gilchrist shoe 
department in Boston is a flat board set at an angle, 





the purpose of which is to display all the different 
styles of shoes contained in the stock. A strip of wood 
running lengthwise serves as a heel rest. 

Having each and every style set out over the sec- 
tion which houses it has two good purposes. This 
method is an absolute indicator to any salesperson— 
new or experienced—in locating the stock. Custom- 
ers frequently glance along the display until they find 
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one that pleases their fancy. This is especially helpful 
in rush periods. 

The arrangement of the stock plays a vital part in 
the merchandising scheme of things, says buyer Wil- 
liam L. Weiss. During the summer season this ar- 
rangement is followed: White, sports, colors, patents, 
mat kid and evening slippers. When a customer sees an 
array of white styles, followed by the sports, then by 
a long line of colors the impression is formed that 
these must be good or else so many would not be 


shown. 
* ok x 


A real forward step has been 
taken by H. N. Biwer, shoe buyer for Field-Schick, 


St. Paul, tending to clarify the confusion now exist- 
ing in the mind of the ordinary lay person as to the 
variance of prices in the different sizes of children’s 
shoes, 

It is a very simple plan. One of those that make 
one ask: “Why didn’t I think of it before?” 

Each size range is identified by a name. Sizes 2 
to 5 are Field-Tots, priced at $2.75; 51% to 8, Field- 
Teens, $3.50; 8% to 12, Field-Juniors, $4.50, and 
12% to 2, Field-Varsity, $5. Salespeople have been 
thoroughly coached so that they always refer to the 
runs by these names. Even the short while this sys- 
tem has been in vogue, the public resporige has been 
phenomenal. That, of course, is the deciding factor 
of any plan. 

The advertising and display value when showing 
any one run, such as Teens, is far greater under this 
method, as the public has been educated to know that 
Teens sell for $3.50. Furthermore, they know what 
size is meant. It is much easier to sell a person who 
knows that if their child wears from size 51% to 8, 
a pair of shoes will cost exactly $3.50, regardless of 
the kind and typé of shoe. Extraordinary gains in 
business this fall attest to that fact. 








Coming Events 


Cast 
Their 


I, developing a “good-will” Christmas 
business men in all lines should be approached by the 
retail shoe man during the first weeks of December 
on a proposition somewhat like the following : 

Every worker to receive as a Christmas present, an 
order for a pair of shoes, as a tangible token of the 
good wishes of the organization for every worker— 
even in factories where labor has been curtailed. The 
giving of a gift at Christmas is an indication that just 
because the worker is away, he is not out of mind. 

Quite a number of shoe men throughout this coun- 
try are stepping out of their stores and visiting in- 
dustrial plants and telling 
the executives there that a 
practical gift at Christmas 
is the right thing this year 
above all others, and sug- 
gesting that the gift cover 
not only those already em- 
ployed but those who con- 
tributed so much to the 
growth and development 
of the business in years 
gone by who are now, due 
to the economic situation, 
temporarily unemployed. 

Many aan _ industrial 
plant has decided to do 
something for the relief of 
its own unemployed, be- 
lieving that such charity is 
more direct and more sig- 
nificant than that dis- 
persed through general 
relief headquarters. But 
the thought of practical 


tive footwear. 


to a real normal.” 


DODO DODO DO DO DODO DO FO BIO TO TO TO 


7 


erally. 


_BARnrerermaeneteer. — 


Be a Santa Shoe Claus 


Boston, Mass. Dec. 1, 1930 


TO RETAIL SHOE MERCHANTS—GREETING: 
Our Association hopes that every retail shoe mer- 

chant will give serious thought to the Christmas-gift 

possibilities that are this season inherent in attrac- 


As one of our leading trade publications recently 
has expressed it, “A return of sanity on this subject 
of Christmas giving is very evident. . . . If all shoe 
merchants can get that plus-business in November 
and December, they can lift this season’s totals up 


We fully agree with this idea, and certainly 
there has recently been no period when the 
average consumer has been constrained to think 
more carefully of sensible buying. 

What, indeed, could be more practical, service- 
able and generally satisfactory than a pair of 1930 
New England-made shoes or slippers? 

So, go to it!.. Put in the most artistic window- 
trims and compelling cards and slogans that ever 
have marked your Christmas-season activities, and 
you will be doing real service to the public, to your- 
selves, and to the shoe and leather industry gen- 


With all good wishes, 
NEW ENGLAND SHOE & LEATHER ASSOCIATION 


BE DE SIDE AE LE 





shoes at Chrismas is not alone to be tied up with this 
unemployment situation. There is a need for gift- 
giving in all its items purchasable in the shoe store. 

The shadow of the boss in the past was not a very 
pleasant thing. The boss has an opportunity now 
to cast a very pleasant Christmas shadow, providing he 
has a pair of shoes in his hand, going to someone most 
appreciative thereof. Now is the time to find and de- 
velop new ideas in merchandising. Here are three 
ideas in a row from F. N. Leuschner of Husch Bros., 
St. Paul, Minn.: 

A postcard has been printed which bears the 
title “Just Arrived.” Each 
day will see nearly every 
4 shoe salesman sending out 
7 a few of these cards to 
some of his own custom- 
\ ers. The cards are hand 
written and signed by the 
salesman, so the personal 
touch to the trade is main- 
tained. These messages 
are varied as they cover 
the range of shoes carried 
by the store. One day a 
| man may write to his size 
3 9 customers, another to 
2 his orthopedic trade. 

Three out of ten women 
may be sold overshoes on 
warm, sunny days if at- 
tention is called to the fact 
that they will certainly 

% need overshoes later, so 
why not use the charge 
account now. 
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Foot Health and Style 


A Field for Development of Special Types 
of Footwear in Distinctive Styles for Active Use 


By HUGH THOMPSON 


Tenth of a series of articles about feet and footwear from the standpoint of foot health 


Any one who doubts that 
a considerable portion of the population of the United 
States are having trouble with their feet need only 
consider the vast variety of props, bandages, braces 
and what not that are being offered, many of which, 
apparently, are having a good sale. In the aggregate 
the sale of these accessories must amount to a very 
considerable sum. The most of them will no doubt 
give some measure of relief. But it goes without 
saying that if the shoes are wrong they cannot be 
made right by putting something inside of them. 

In presenting for your consideration the question 
of foot relief or foot health I want to set forth the 
claims of the makers of these shoes in the most fair 
and unbiased way and for that reason I shall not 
attempt to describe them in my own words, but rather 
I shall use quotations from their own advertising 
matter. , 

Glancing back over what I have written I find that 
I have made no reference to the four divisions of the 
foot recently introduced into foot health literature: 
First, the inner longitudinal arch ; second, the outer lon- 
gitudinal arch; third, the transverse arch; and, lastly, 
the metatarsal or anterior arch. It is my candid opinion 
that the arch question is practically only one. If there 
is trouble with the anterior arch, there is almost in: 
variably a beginning of that trouble in the inner arch. 
Likewise, if the inner arch is sound and healthy, the 
other parts of the foot will be healthy. 

Health footwear is divided into two general classes, 
with directly opposite 
theories of construc- 
tion, flexible shanks 
and rigid shanks. I am 
going to present, first, 
the flexible shank theory 
as set forth in advertis- 
ing. Some of these quota- 
tions are from booklets 
and some from clippings, 
the source of which I do 
not now remember. 


Oct. 
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WHAT HAS GONE BEFORE 


Sept. 13th, page 44—$10,000 for a Pair of Shoes. 
Sept. 20th, page 26—A Marvelous Mechanism. 
Sept. 27th, page 48—How Feet and Legs Function. 
Oct. 4th, page 32—Functions of the Joints. 

18th, page 28—How Foot Troubles Start. 
Nov. Ist, page 47—How Flat Foot Happens. 

Nov. 8th, page 32—What Follows Flat Foot. 

Nov. 15th, page 32—Modern Life and Flat Foot. 
Nov. 22nd, page 27—Flat Foot and Shoes. 


“A flexible arch is preferable to a rigid arch because 
the foot is intended by nature to be a resilient shock 
absorber for the body,” says one advertisement. An- 
other maker of flexible shank shoes says nothing 
about the flexible shank directly but infers its supe- 
riority in the following: 

“The Indian’s walk is the least tiring and most 
natural way of walking—a free and easy muscle 
action at every step is the natural habit of the untir- 
ing moccasin tread of the Indian.” 

“Active, modern life demands a natural, flexible, 
perfect-fitting shoe for daytime wear.” 


66 
Dadinary shoes are made 
with a stiff shank. But your foot is not stiff; it is a 
flexible structure of twenty-six bones arranged in the 
form of flexible arches. Any shoe that limits or pre- 
vents movement in this muscular, flexible structure 


must cause weakness and serious harm.” “The arch 
bends and flexes with every step you take. You walk 
your way to comfort.” 

“They give complete, caressing comfort.” “It 
gives the wearer perfect freedom of foot movement 
and immunity from all foot troubles.’ ‘Complete 
comfort caused by the flexible shank.” “The reason 
why these shoes can really help and strengthen weak 
feet can be found in the principle of the flexible arch.” 

Now, let’s turn to the exponents of the rigid shank. 
First, I find this: “The arch of an ordinary shoe is 
unsubstantial and yield- 
ing. It sags and settles 
and your foot arch sags 
also.” And this: “The 
foundation for these 
tread areas of the foot is 
supplied by a_ flexible 
steel shank.” That sort 
of gets in both ideas, 
doesn’t it? 

“The concealed steel 
[TURN TO P. 70, PLEASE] 








PRE-CHRISTMAS 
CLEARANCE 

















Now, BEFORE 
Christmas, 


Come These 


REMARKABLE VALUES IN 
WOMEN’S STYLISH SHOES 


All of our novelty shoes for women, in- 
cluding the season’s outstanding style 
successes, are greatly reduced for clear- 
ance. Numerous styles included. Variety! 
And when you see them you'll agree the 
values are truly remarkable. 





(Follow with illustrations and descrip- 
tions of typical styles with prices) 


(STORE NAME) 


























You will be pleased, too, 
when you see how much 
you can save on fine shoes 


NOW, before Christmas 








PRE-CHRISTMAS 
CLEARANCE of 
All Novelty Shoes 


This is indeed a wonderful opportunity for 
all women who love fine shoes and like to 
save money, for all of our novelty shoes 
are substantially reduced. A variety of 
smart styles in all the popular materials 
and colors, to choose from if you come 
promptly. 








(Follow with illustrations, descriptions 
and prices of several typical styles) 


(STORE NAME) 




















Make Your Clearance Sale Click 


A Sale That Misses Fire ls \Worse Than No Sale at All and Success 
Comes Through Planning Plus Preparation 


By R. E. ANDRUSS 


A planned sale gets results. 
Advertising, window displays, interior decorations, 
and follow-up stunts should all be carefully arranged 
in advance with a complete tie-up all the way through. 
It requires a little work, but working to make the sale 
a success is better than idle salespeople when the sale 
is on. You cannot expect the public to take a greater 
interest in the sale than you do. 

Space permits but four small ads, but they intro- 
duce selling angles and layouts that can be enlarged 
upon to meet your requirements. Notice that they 
avoid exaggerations, and explain any strong state- 
ment. Never make a statement that seems “too good 
to be true” without giving the reason why such un- 
usual values are possible. When the papers are full 
of wild assertions, the readers are skeptical. 


The borders of the ads furnish a simple, effective 
decoration for window and interior decorations. Take - 
a full sheet of compo board, if the window is large 
enough (smaller if necessary). Have the border de- 
sign and the sale heading, ““Pre-Christmas Clearance,” 
lettered on to correspond with the ads. The strips 
that brace the compo board in the back (when it is 
upright on the eight foot edge) will serve to hold 
shelves on the front made of 1 in. by 4 in. strips. On 
the shelves set the sale shoes. Have price tickets with 
borders to match the ads. In the store use one or 
more posters, according to the size of the store, carry- 
ing the same design and the wording “Pre-Christmas 
Clearance of all novelty styles and broken sizes” or 
other messages. These can be made of compoboard 
or heavy cardboard. The idea is to let customers 
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HURRY MEN! 
SAVE MONEY 








Give yourself 
a pair of 


Fine $8 
Shoes 


°6.35 


Haste makes money for men who hurry to 
take advantage of this sale of men’s shoes 
NOW, before Christmas. Incomplete sizes 
is the reason. Plenty of good styles for men 
who come quickly. 

(follow with illustrations, descrip- 

tions and prices of typical shoes) 


(STORE NAME) 


























BIG HOLIDAY 
CLEARANCE! 


























Children’s Christmas Shoes 
at Fine Savings 






Here’s your chance to get most wel- 
come gifts for youngsters and save 
at the same time; all incomplete 
sizes and novelty styles are greatly 
reduced NOW, before Christmas. 












(Follow with illustrations, descriptions 
and prices of typical shoes) 






(STORE NAME) 























Use these ads if you wish 





know something unusual is going on without making 
the store look junky. 

Have printed or mimeographed “package enclo- 
sures” telling about the values in the sale and sug- 
gesting that they or others in the family should take 
full advantage of the opportunity. 

Some stores send a letter to customers before the 
sale. It’s a good plan to send out “reminder cards” 
to your customers after the sale is on. If the sale 
starts on a Thursday to continue the following week, 
these cards can go out the first of the full week of the 
sale. 

It is considered better to confine the reductions to 
the shoes you want to get rid of, and make deep 
cuts, rather than to include staple styles, and make 
equal reductions across the board, as is sometimes 
done. 

The extent of the displays of sale shoes in the store 
depends upon facilities—the room available. How- 
ever it’s a good idea to try to have tables of odds and 
ends to which you can guide the bargain hunters 
that usually mingle with your better customers, espe- 
cially the first days of the sale. 

The plan outlined is simple and inexpensive enough 
for any store, however small, yet complete and prac- 
tical for even the largest store. 
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COPY SUGGESTIONS 


This season’s smartest shoe styles reduced now. 

If you care anything about saving money, here’s your chance. 

bas that are downright bargains in this PRE-CHRISTMAS CLEAR- 
NCE. 








An opportunity to purchase fine shoes at extremely low prices. 

From you to yourself—a pair of shoes, plus a big saving. 

A whole month earlier than usual—these fine savings. 

All season they were $8.50—now they're $6.35. 

We’re closing out all short lines and novelty styles. 

A sale rich in style, variety and value. 

The finest values we have offered in many seasons. 

Many styles in this sale have been our most popular sellers. 

(Store name) style and quality at these prices means much. 

You get quality, style and savings all at once. 

Here’s the finest sort of footwear economy for you. 

Greatly reduced prices allow exceptional savings. 

To choose shoes at this sale means worthwhile economy. 

Every pair is smart, correct, distinctive and of superior quality. 

Assortments are all-inclusive and varied—there are shoes for all 
occasions. 

All of that fine quality which this store’s customer-friends have 
learned to expect. 

One of the best footwear offerings this store ever made. 

This sale reduces the cost of good shoes to the minimum. 

A gratifying opportunity for great savings—Pre-Christmas Clearance. 

We want to emphasize quality as much as price. 

There can be no economy without quality—our shoes are guar- 
anteed. 

Women will be quick, we believe, to realize the advantage of this 
sale. 

An unprecedented opportunity for the selection of fine footwear 
at substantial savings. 

Thrifty women know it pays to attend our sales. 

Superlative values do not need a lot of overworked, exaggerated 
adjectives to make them impressive. 





























HOW’S BUSINESS? 


GONG TO BE NEAT MONTHS 


CHARTED BY UNITED BUSINESS PUBLISHERS, 


HIRTY-FOUR ECONOMIC EX- 

PERTS—EDITORS OF BUSINESS 

PAPERS PUBLISHED BY THE 
United Business Publishers, Inc. 
—HERE PRESENT A COMBINED 
OPINION ABOUT THE COURSE OF 
BUSINESS DURING THE MONTH OF 
DECEMBER. GOVERNMENT AND 
OTHER RECORDS PROVIDE YOU WITH 
HISTORY OF RECENT MONTHS. THIS 
BOARD OF EXPERTS DEALS ONLY 
WITH THE FUTURE. ITS OPINIONS 
ARE BASED ON CLOSE CONTACT 
WITH THE MORE THAN 400,000 
SUBSCRIBERS REACHED BY THEIR 
PUBLICATIONS IN FAR - FLUNG 
FIELDS OF RETAILING AND INDUS- 
TRY. 


Diccember closes a year that 
was conceived in hope, met disappoint- 
ment early, became frankly disillusioned 
during the long, dry summer, and, when 
Labor Day failed to mark the beginning 
of a definite recovery, resigned itself to 
patiently waiting for something on which 
to pin a new hope. 

“Safety First” and “Save-the-Surface” 
have been the order of the day. Although 
in decided contrast to the slogans of the 
previous year, they have undoubtedly been 
the salvation of the business structure. 

Many retail lines will feel the stimulus 
of Christmas buying, but a large share of 
Christmas expenditures this year will go 
into necessities, or into savings banks al- 
ready swelled with deposits. 


The public that has supported buying 
with such ardor for the past eight years is 
apparently taking a holiday from the mar- 
kets and wearing out its present posses- 
sions in anticipation of new goods and 
new adaptations of old goods that have 
not been forthcoming. 

We step across into a new year with a 
new hope that the ingenuity of manufac- 
turers and merchants is not dead, and 
that new goods moved by new methods 
with that same vigor that built the great 
advance between 1922 and 1929 will be 
forthcoming. Caution has served its 
purpose. What we need now is a little 
constructive audacity of the type that has 
made America, America. Perhaps the 
holiday season may supply it. 


THE COURSE OF BUSINESS FORECAST FOR NEXT MONTH 





BUSINESS 


SALES 


RETAIL STOCKS 


COLLECTIONS 


COMMENTS 





AUTOMOTIVE 


Passenger cars about 
25% less and trucks 
os ged less in Decem- 
ber than in November. 
Passenger cars 35% and 
trucks 15-20% less than 
Dec. '29. 


Passenger cars slightly 
less and trucks about 
the same in December 
as in November. Both 


lines Srey less than 


Dec. ’” 


Collections in both lines 
about the same in De- 
cember as in November, 
but somewhat better 
than Dec. '29. 


Dealer and consumer at- 
tention is now focusing 
on the new models that 
will go on display In 
January. 











DEPARTMENT 
STORES 








Should show increase of 
50% ovér November, but 
geout 8% less than Dec. 


About the same as No- 
vember, but 10% lighter 
than Dec. '29. 


About the same as No- 
vember, and little change 
from Dec. ’29. 


“Useful” and utility 
items will feature this 
year’s Christmas buying. 











HARDWARE 


Will be better than No- 
vember, but less than 
Dec. '29. 


Slightly heavier than 
November, but appreci- 
ably lighter than Dec. 


from 


Little difference 
lighter 


November, but 
than Dec. '29. 


Christmas buying should 
elp 


be a decided in in- 
creasing December sales. 








INSURANCE 


December should show 
an increase in writings 
in all lines both over 
aoe, and over Dec. 


Collections will be slow- 
er than in November, 
but should show an im- 
provement over Dec. ” 


intensified year-end 
drives should increase 
the volume over that of 
previous months. 











JEWELRY 


Will be much _ greater 
than in November, but 
generally below Dec. '29. 





Will be larger than in 
November, but decidedly 
below Dec. ’29. 


Retall collections should 
be better, mfr. and whlisr. 
collections slower than 
November, and both 
a slower than Dec. 


The retail Jeweler does 
from one-fourth to one- 
third of his year’s busi- 
ness during Decémber. 





MACHINERY 
METAL 
PRODUCTS 
METALS 


December steel output 
estimated at 40 to 50% 
of capacity. 


Machinery industries 
marking time. Machine 
tool industry does not 
look for increased busi- 
ness before Spring. 


Any general business im- 

provement should force 
replenishment of present 

low steel inventories. 











PLUMBING 
AND 
HEATING 


Slight improvement will 
continue for the remain- 
der of the year, but be- 
low volume for Dec. '29. 


About the same as in 
December, but below 
Dec. ’29 


Collections will be slow- 
er than in November, 
i htly better than 


Time payment plans of 
selling replacement heat- 
ing and plumbing equip- 
ment developing busi- 
ness beyond last Spring’s 
expectations. 











Anticipated increase due 
to weather. On a par 
with Dec. '29 





Increase of stocks over 
November, with slight 
decrease in retail stocks 
from Dec. '29. 





Little change from No- 
vember. Retail collec- 
tions slower, merchant 
collections improved over 
Dec. '29. 





Merchants look for a 
large Christmas business 
in slippers and novelties. 
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ADYORGING Paces neuovep 


Shoe Sore Nervice Section — 














Devoted to 


DISPLAY, EQUIPMENT AND SUPPLIES 


for the Retail Shoe Store 
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To Make It 
a Merr 
Christmas 


December 1-6 


Every inch of space in windows and ads this 
month is at a premium. Plan the use cf this 
space NOW, if you haven’t already done so. 
Having more things to show than you’ve space 
to show them in, select carefully the most im- 
portant, keeping in mind the necessary after- 
Christmas mark-downs, as well as the present 
salability of each item. 

It is a custom with Christmas shoppers to deter- 
mine in advance an approximate price for each 
gift to be bought. For example, Mary will pay 
$12.50 for a present for Sis. Too much for a 
pair of slippers. But instead of, say, a scarf or 
some other single article that this money would 
buy elsewhere, Sis would likely prefer a gift box 
from your store, containing such items as house 
slippers, mules, hose, tailored overshoes, orna- 
- ments, trees, accessories—some practical group 
that can be assembled at the price. Or she might 
like shoes and bag to match. Anyway, you have 
plenty of items that you can group in gift boxes 
to make a bid for this business that is going else- 
where because shoppers aren’t being told of what 
their $12.50 or $5 or $7.50 or $10 or $15 will buy 
at the shoe store. Better have some window and 
ad material along this line ready to release next 
week. 

If the inventory runs high on some of your fall 
numbers, some space should be given them this 
week, as thereafter, until Christmas, the space 
becomes increasingly valuable for gift goods. 


47 


December 8-13 


Put in more conspicuous holiday decoratives this 
week, 

Put in the extra tables or booths for gift goods, 
if you didn’t do so last week. 

Run some attractive gift ads and put nothing but 
gift goods in them. A separate ad or two on 
shoes may be run, carrying a mention of the gift 
lines. 

Let the world know that you can put up an attrac- 
tive gift box of any desired value. 

Use more space in your advertising the first of 
this week and keep the ads growing in size until 
the 22nd. 





December 15-20 


With many things to show in limited space, your 
windows must be changed frequently—and when 
not making complete changes, have those items 
on which the stock may run low placed where 
they can readily be reached and replaced with 
other items when this becomes expedient. 

See that the store is kept spic and span, the aisles 
clear, all merchandise taken from shelves put 
back immediately, all packages neatly done up, all 
customers greeted and dismissed with a cheery 
smile. This is a time when all hands should be 
prepared for hard work and like it. 


December 22-24 


After a Sunday rest-up, the force should be fresh 
and active, ready to make the most of all oppor- 
tunities for putting business over the top in the 
next three days. No one should be content with 
just handing out what is asked for when a timely 
suggestion may increase a sales check. 


Merry Christmas! 


December 26-31 


Making exchanges cheerfully is one way of mak- 
ing friends. Even if some requests put vinegar 
in your soul, don’t let the friendly smile leave 
your face. 





































PORES Haye sear omens : 


This is the former front 

of the Feltman & Curme 

store at Omaha. Note 
the pillar. 


Putting a Pillar in Place 


How Ingenious Planning Solved a Problem of 
Store Construction and Produced Happy Results 


This is an instance 
in which an obstacle inspired a big improvement. 
The mirrors in the lobby of the store shown above 
housed a large pillar. The pillar was needed as a 
support; hence it had to remain. The pillar was not 
in the center of the lobby, and was set in a little from 
the building line. It imparted an unbalanced effect 
to the store front. 

Feltman & Curme, who take particular pride in 
their store front, felt that this one was not up to their 
standard. To have a more impressive one for their 
Omaha store was a consummation much to be de- 
sired. But that pillar offered difficulties. Apparently 
it was no easy matter to design a front that wouldn’t 
be spoiled by the pillar. But the job was tackled, and 
finally, though far from easy, it was done. 

The door was moved over to the left. The windows 


This is the transforma- 

tion that took place in 

the store shown above 

when the new window 
was put in. 


were made wider to the right of the door than to the 
left of it. The windows facing the street to the right 
of the entrance extended over to the left of the 
pillar, the corner of this window being out obliquely 
from the corner of the pillar and the background 
coming to the rear of the pillar. The lobby windows 
are built in a series of insets. Thus, in a distinctly 
modern and practical store front, this formerly 
troublesome pillar, covered with mirrors, was made to 
fit in as a pleasing unit of the window equipment. 

Modernistic treatment was applied to the lobby 
ceiling and floor. Besides providing considerably 
more actual display space, this new front includes a 
handy concealed room for the display men’s use be- 
hind the window back on the right. 

The moral of this is: Take another look at your 
store front. A good front attracts business. 
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ADVERTISING PAGES REMOVED 


NATIONAL NEWS 


SATURDAY, NOVEMBER 29, 1930 


EVERY WEEK 





New Shades of 
Green Used in 


Spring Styles 


Another Novelty Is 
Grained Calf for 
Women’s Shoes 


Pig 


LYNN, Mass.—New styles are en- 
gaging the attention of manufacturers 
and tanners. The humble pig is to be 
glorified by fashion. Lynn firms al- 
ready are cutting “pig grain” for 
vamps. Makers of men’s shoes are try- 
ing the same for trims. The grain is 
on calf, in natural, black and colors, 
and so deftly is it done that even shoe 
cutters have taken it for real porky 
leather. Giant pythons are being re- 
duced to baby proportions, so that a 
vamp shows the whole design of’ the 
monster snake’s markings, instead of 
just a portion. The cod fish shoe (from 
fish skins taken in Massachusetts Bay) 
has been achieved. It’s just a show 
shoe; but it’s a token of the sea styles, 
to be made of “fishy” leathers, or marine 
greens, and moving from the marines 
to the softer tones of “ice cream” or 
pistachio green. Then there are the 
higher hues, even to the bright reds, 
and not forgetting the golden tans, the 
rich bronzes, and the beiges. 

Even blacks show new life, for 
there’s a new velour of the midnight 
hue, not a gunmetal, but more of the 
velvet order. Shiny patent moves into 
the oe for strip pumps, more ele- 
gantly called operas, and yet that isn’t 
quite the word that fits, for the. best 
of them show tailored seams. Water 
snake holds in favor, and some of the 
reptilian authorities put it toward the 
top of the list. The quality of the col- 
or is quite as important as its name. 
The tanners have nothing against the 
shoe shine artists; but they strive for 
a color that will hold its life, and tone, 
for as long as the shoe is worn. Tan- 
ners already are starting their runs 
on whites. 

Oxford types, made over pump lasts, 
are classed by some as step-ins, for 
they have a bit of a gore concealed in 
their throats, especially in those shoes 
that are made over the short coupled 
high shank last, which thrusts up the 
instep of the foot. The gore takes care 





of the strain. 
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Says Slump Has Touched Bottom 


William T. Foster Suggests Remedies to Speed Recovery 
in Talk Before Boston Boot and Shoe Club 


Boston, Mass.—“‘The time for busi- 
ness to step out is when business is all 


in. 

With this as his theme, William 
Turfant Foster, of the Pollak Founda- 
tion for Economic Research, painted a 
icture of present-day conditions for the 

nefit of a largely attended meeting of 
the Boston Boot and Shoe Club, held 
here last week. Furthermore, he dis- 
cussed the causes underlying the de- 
pression, predicted 1ts end in the not 
far distant future and outlined some 
of the things which can be done to 
bring about an earlier resumption of 
normal business activity. 

In the last 55 years, Mr. Foster 
pointed out, there have been eight 
major business depressions. A graph 





Fall Styles Conference and 
Leather Show, April 27-28 


New York—The Tanners’ Council of 
America will present American leathers 
for fall, 1931, at a show to be held on 
Monday and Tuesday, April 27 and 28, 
in the Hotel Astor, it was announced 
last week. The semi-annual Joint Styles 
Conference will be held at the same 
time, these dates having been agreed 
upon by the National Shoe Retailers 
Association, National Boot & Shoe Man- 
ufacturers Association and the Tanners 
Council. 

“The show will be conducted along 
the lines of past displays, which seemed 
to meet with general approval,” Secre- 
‘tary J. Louis Nelson, of the Tanners 
Council, said. Exhibits of leathers will 
stress the style trend for shoes and also, 
of course, the garments which influence 
shoes. Each tanner’s interpretation of 
styles for fall will be shown.” 

The exhibit committee for the last 
show is being continued and will have 
charge of arrangements and regulations 
for the April show. J. J. Lyons, of the 
Surpass Leather Co., is chairman of the 
committee. Serving with him are J. W. 
Griess, the Griess-Pfleger Tanning Co., 
J. T. McCauley, the Allied Kid Co.; 
G. H. Mealley, the Ohio Leather Co.; 
F. H. Miller, G. Levor & Co. 














53 


represerting the low points of each de- 
pression and the corresponding high 
points of the intervening periods of 
prosperity, show one thing in common 
—that the bottom has been reached 
when business activity has declined to 
between 22 and 23 per cent below nor- 
mal, At present, he added, we have 
reached that degree of subnormality 
and it is, therefore, entirely logical to 
assume that we have hit the bottom. 
Further confirmation of this is seen in 
the fact that basic commodity prices 
after a gradual decline of more than 
a year, now are stable. “Conditions to- 
day,” he said, “are better than at the 
low point of any previous business de- 
pression.” 

Amplifying this statement, he 
pointed out that the depression which 
began in 1920 had been preceded by 
speculation in commodities on a rising 
price; and by expansion of credit to 
an alarming extent. The commodity 
speculation made it necessary to un- 
load huge stocks of these commodities 
before business could become normal- 
The expansion of credit made it neces- 
sary to tighten up and call loans be- 
fore any improvement was _ possible. 
No such condition, however, preceded 
the present depression because com- 
modity prices began to decline more 
than a year ago, after a long period 
of price stability which offered no in- 
ducement to speculate; and during a 
period when we have twice as much 
gold as we need, as proved by the low 
interest rates charged by the banks for 
the use of money. 

“Previous major depressions,’ he 
argued, “have lasted from 22 to 24 
months. Our recovery from this one 
should be quicker. The worst we can 
look forward to is recovery by the 
spring of 1932; the best we can hope 
for is recovery by the summer of 
1931.” 

Training his guns on certain bank- 
ers who have declared for thrift and 
some of whom have even gone so far as 
to say that the cure is to lower our 
standards of living, Mr. Foster argued 
that any such move would result in 
forcing the nation to scrap its indus- 
trial and mercantile set-up, and would 


[TURN TO PAGE 68, PLEASP] 

































, materials A te REE Sizes 1 to 10. 


JeUiv" 


Dr. Carol’s Health Shoe 


0103—Bik. Kid boot, 9/8 flat heel, McKay. .$3.35 
0104—Blk. Kid boot, 13/8 Cuban heel, Me Kay 3.35 


Supreme Stout Health Shoe 


469—Bik. Kid, 13/8 Cuban heel, Welt... .$4.00 
472—Bik. Kid, 9/8 Flat heel, Welt...... 4.00 
6411—Bik. Kid, Orthopedic heel, Welt...... 4.25 


Sizer 3% to 9—Width EEE in stock. 


King of Stylish Stouts 
161 DUANE STREET 





NEW YORK CITY 








NOW IS THE TIME! 


Replenish your stocks with 100% Compo Operas at our 
reduced prices. 


4406—Patent, 21/8 Spike....... $3.25 
4407—Same in 15/8 Baby Spike. 3.25 
4406—Black Moire, 21/8 Spike. 3.35 
4409—Kaffor kid, 21/8 Spike.. 3.25 
4410—Same in 15/8 Baby Spike. 3.25 
eee ~~; suede, 15/8 Baby 


3. 
s414—Biack Satin, 21/8 ae 3.25 
4415—Same in 15/8 Spike...... 3.25 
Built on Our New Exclusive Modified 


Toe Last. High Heels, AA to C 
Baby Heels, A to C. 


CRESCENT SHOE CO. 
131-133-135 Duane St. 





New York City 


iN) 


















To The 


We are glad 
of this oppor- 
tunity to extend 
our apprecia- 
tion to all our 
friends for the 
wonderful cooperation we 
have received from them in 
building up one of the best 
lines retailing at lower prices. 





Theodore G. Levey 


To justify this confidence on 
the part of both retailers and 
























Fashion Footwear 
for a 


Liberal Markup 
IN STOCK 








‘Coreen $2.10 


908 -9—Pat. Regent Baby & High Hl. 
411-12—Sat. Regent baby & High Hl. 
only—8 to 8. $14-15—Pat. Mod. Baby & High Hl. 

2651—Same in Kaffor Kid = 
2652—Same in Brown Kid, Rajah 986- 7—Sat. D’Orsay Baby & Hig 
Trimming 995- 5—Kaf. D’Orsay Baby & High Hl. 


LION SHOE CO., 118 Duane St., New York City 


2650—Patent Opera, gunmetal trim- 
ming, high heel 





DR. MILES HEALTH SHOES 





No. 2614—Patent, One-Strap, steel No. 2618—Black kid Oxford Tie, steel 

arch and cottage shank. Also Black arch and cottage shank. Also in Patent 

kid and Brown kid. and Brown kid. 

Widths D and ERE—Sizes 3% to 9. 

BLEECKER SHOE CC., INC. 138-140 Duane Street 

Boston: 216 Essex St. Philadelphia: 17 Ne. 4th St. 
Pittsburgh Headquarters: Hotel Henry 











Saks Presents Black and White Fillette—the 
New Material for Evening Wear 


9065—Black Fillette with cut- 
outs on vamp and quarter, silver 
kid trim and strap, modified tée, 
. seams heel, high grade 
SY avec ccsecacesseen $4.00 


9066—White Fillette ao 206 


9067—White Fillette open Gold 
and Silver Kid trim, 20/8 Span- 
ish heel. ........++0++00% 00 










Dancing Tap Slippers 
IN STOCK 


-ret Leather Theo, 
114%-2 $1 75 





eee rere eserses 


1206—Patent Leather oe 
Strap, 114%4-2 ...... 1.65 


1207—Patent Leather One 
Stra 7 1.90 


E i leather top — 


Blog Shoe Company, Tne. 
* 147 Duane St. 
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Retail Trade 


consumers, we 
are exerting 
every effort to 
improve and in- 
crease the use- 
fulness of the 
Betty Lee grade of novelties. 


William and Theodore G. 
Levey wish all a Merry Christ- 
mas and a Happy New Year. 


LEVEY BROS. SHOE CO. 
145 Duane St., New York City 


William Levey 


OUR LEADER 


IN STOCK AT ALL TIMES 


$9.10 


Patent Chrome Seamless 

Black Satin Seamless 

Kaffor Seamless 

Black Suede Calf Seamless 

Brown Suede Calf Seamless 

Brown Kid Seamless 

Black Morella Regent 

White Satin Regent 
(suitable for dyeing) 

We ‘Welcome Comparison 
‘with More Expensive 
Shoes 


B. Friedman 
Shoe Co., Ine. 





RKET)- 


HIGH GRADE UNBRANDED 
“COMPO” ALL LEATHER SHOES 


A new, modern, scientific method 
of Shoe Making —- Eliminating 
tacks, staples, nails and stitches, 
which assures better fit, longer 
wear, smarter appearance and 
faultless flexibility. 
1506 Black Demi-Glazed 
Kid ..cccccecceees $3.60 
1505 Patent .....eeeeee% 3.50 
Regent and Seamless 
Pumps .....-- $3.35 ¢ 


Many Other ete for Catalog. 


MORSE @ ROGERS 


N. Y. Branch, International Shoe Co., Inc., Duane and Hudson Sts. 








GENUINE WATERSNAKE 


Vamp and Trimmings 


No. 982—Genuine Water- 
snake, Vamp and trimmings. 
$4.25 


No. 983—Same as above in * 
Genuine Python Snake, $4.25 


POWELL & CAMPBELL 


122 Duane Street 
Established 1879 











We Challenge Comparison with Any Other 
N Shoes in the Country at These Prices 


No. 3221—Black suede opera, high 
heel, Kaffor kid and patent leather 


$2.2 5 trimming. 


No. 3231—Same, Kaffor kid, tweed 


and patent leather trimming. 


No. 3241—Same, brown kid, tweed 
and brown trim to match. 


No. 3251—Same patent leather, 


tweed and Kaffor kid trim to 
match, 


High heels only—in stock. 


LEVEY BROTHERS SHOE COMPANY 
145 DUANE ST., NEW YORK CITY 
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100% “COMPO” REGENT OPERA PUMPS 


IN STOCK READY TO SHIP 


R-12916 Patent Leather Louis $3.25 
- Baby 3.25 


SY epuwpue 
SSSSSRERRB 


A 
R- 12056 White Satin 


ALL ON THE MODIFIED TOB Last 
Louis Heels—AA to C 
Baby Heels—A to C 
Write or wire orders 


Also Women’s Latest Creations to retail from $3 to $6 
Lazarus Fried & Sons, Inc. Newyork 





A Tackless, Seamless, Cemented Opera 
at $2.65 


Patent Leather 

Black Calf 

Black Satin 

Black Moire Satin 
Brown Kid 

High and Baby Heels 
3 to 8, B & C Widths 


J. WEISS SHOE CO. 
137 Duane Street New York City 
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WHERE TO BUY 
Men’s Shoes 


SEE er er er re ee 


Co 


87 IN-STOCK STYLES FOR MEN 
11 IN-STOCK STYLES FOR BOYS 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
WRITE TODAY FOR CATALOGUE 


esas ll 
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BROCKTON MASS 





SHOE 


ror MEN 
M. A. PACKARD CO., Makers (P) 
BROCKTON __, 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


} tnt oo oy. U. 
‘ . S.A 
MEN’S FINE ‘SHOES. EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
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HEST GRADE 
L____EAST WEYMOUTH. MASS. U-S.A. 








George F. Johnson 


George W. Johnson 








Father and Son Honored 


George F. Johnson Succeeded in Presidency by George W. 
Johnson—Former President Is Chairman of Board 


ENDICcoTT, N. Y.—George F. Johnson 
has resigned as president of the Endi- 
cott Johnson Corporation, at Endicott, 
N. Y., and has been succeeded by his 
son, George W. Johnson. A new office, 
that of chairman of the board of direc- 
tors, has been created, and George F. 
Johnson has been elected to that office. 

The resignation of George F., the 
election of George W., and changes in 
vice-presidencies necessitated by these 
actions, were made at a recent meeting 
of the board of directors of the cor- 
poration, and announced Nov. 19 in a 
statement to the workers by George F. 

The reorganization of the board of 
directors places Charles F. Johnson, 
Jr., former second vice-president, in the 
first vice-presidency, succeeding George 





Style of Stitching 


LYNN, MASS.—It takes 20 stitchers 
to stitch the uppers of an ordinary 
pair of shoes, and more than that to 
stitch the uppers of a smart style pair 
of shoes. The old rule holds good that 
“the finer the stitching the finer the 
shoe.” Some very competent buyers 
guide their buying by this rule. No- 
body would put fine stitching in a 
cheap shoe any more than he would put 
a fine watch works in a brass case. 
Some buyers even bring to their aid the 
magnifying glass, so that they can study 
the quality of the stitches, individually 
and collectively. 

Time was when one man made a shoe 

* completely by hand. Now it takes a 
score of stitchers to stitch the uppers 
alone. And somebody has to make the 
machines that they operate, and power 
and maintain them. And so, is ma- 
chinery labor-saving or labor-making? 














W. Johnson; elevates Lawrence Merle 
to the second vice-presidency, and places 
H. Edward Chrisfield, of Johnson City, 
in the third vice-presidency. George F. 
Johnson has been president of the cor- 
“poration since the death of Henry: B. 
Endicott. 


New England Stylists 
See White for Spring 


Boston, Mass.—The Stylists’ Coun- 
cil of the New England Shoe and 
Leather Association held a meeting in 
Boston recently with Chairman Albert 
N. Blake of the Watson Shoes, Inc., 
Stoughton, presiding. The purpose of 
the conference was to discuss the 
recommendations of the recent Semi- 
Annual Style Conference as to 1931 
spring footwear. 

It developed from the discussion that 
there is a strong probability that white 
shoes for women will be very much in 
evidence next summer, and also that 
it is likely to be a record-breaking sea- 
son for sport footwear. In a general 
way 1931 shoe styles and patterns will 
follow the lines of simplicity estab- 
lished by the successful Style Revue 
e the 1930 Boston Shoe and Leather 

air. 


Ernest F. Birkholz 
Heads Shoe Dept. 


WILLOUGHBY, OHIO (UTPS) — The 
Sidney S. Wilson Store, one of the 
oldest department stores in Willoughby 
has been reorganized into two separate 
stores by former employees and the two 
units were opened Oct. 15. One of the 
units organized by Ernest F. Birkholz 
will take over the shoe departments as 
well as the men’s and boys’ clothing 
and furnishing departments. 
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PORTRAIT of a SHOE 


by Johnston & Murphy 


materials employed in the shoes they manufacture. The 
steady year in, year out patronage of shrewd buyers is 
the best possible proof of the sound economy of stock- 
ing J&M shoes. Write for details. Johnston & Murphy, 
40-54 Lincoln Street, Newark, N. J. 


Its Style is apparent at a glance. What the picture cannot 
reveal are the two other essentials of a fine shoe— Comfort 
and Durability. 

Johnston & Murphy’s reputation is based on the splendid 
values—the consistently fine workmanship —the high quality 
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WHERE TO BUY 
Men’s Shoes 
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In Stock Service RETAIL 


x EM.HOYT SHOE CO. 4 
GOstvies ‘5°6. Manchester,NH. ff 


TORETAIL ar 


SOLES VY 


“A MAN'S DECISIUN” 4 


THE 
Men's 
Fine 


Shoes 
SHOE ,3, 
Boston—183 Essex Street fan Co. 


rock 
N. Y¥.—915-917 Marbridge Bidz. — 
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WHERE TO BUY 


Dancing Sandals 


be li eli ei i elie ei ie id 


* KENDALL’S 


For Aesthetic 
Dancing 


IN STOCK 


IN GREY AND 
FAWN. 
















A SIDELINE 
MONEY 
MAKER 








Send for Circular 
DEPT. C. 
q : 
* HAVERHI MASS. * 
OO ee li el eile ld 





WHERE TO BUY 
Riding Boots 
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RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 
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Shoe Trade Does Its Bit 











FOR 
YOUR 


Women. 
Then we repair them in Petty’s 


Tia Shop. 136 Stanwix 
Arcade, and give them FREE to ing Hand Association, 
Charles H. Kline for distribution to the unemployed. 


Petty. Ine, (Jyabinséraid 
~~ For Men. > fe same 


An advertisement by Petty’s of Pittsburgh designed to help the shoe trade by 
speeding sales and to aid the unfortunate with needed footwear. 


Help the Unemployed 


OLD SHOES 


Bring or wear any old pair of shoes you own and trade them in for $2.00 on any 
new pair of Petty’s Nunn-Bush Shoes for Men, or Petty’s Better 





Arch Shoes for 


Street, and Jenkins 
endorsed by Mayor 


Fettys Bootery 


Women. 








Stone Talks on 
Present Needs of 
Retail Business 


KALAMAZOO, MicH.—The value of or- 
ganization to the retailer was empha- 
sized by James H. Stone, manager of 
the National Shoe Retailers’ Associa- 
tion, who addressed the dinner session 
of the Advertising Club of Kalamazoo 
and the Retailers’ Bureau of the Cham- 
ber of Commerce, at the Park-Ameri- 
can Hotel. 

Mr. Stone declared that where the in- 
dividual retailer is often powerless to 
bring about needed reforms or stop the 
passage of harmful legislation, the 
voice of the trade organization is heard 
and carries weight. He cited four leg- 
islative measures to be considered at an 
early date. One is a sales tax measure 
to affect Michigan merchants, the other 
three, national in scope, are the Vestal 
design bill, the Capper-Kelly fixed price 
bill, and a demand by postal authorities 
for an increase in first-class postal 
rates. 

“How many individual retailers are 








New England Advocates 


a Shoe Store Christmas 


Boston, Mass. — The New England 
Shoe and Leather Association is co- 
operating in the national “Buy Now” 
movement, by sending to retail shoe 
merchants an attractively printed spe- 
cial message asking them to emphasize 
to customers the practical nature . of 
shoes and slippers as Christmas gifts. 
The message reads: 

“Our Association hopes that every 
retail shoe merchant in New England 
will give serious thought to the Christ- 
mas gift possibilities that are this sea- 
son inherent in attractive footwear. 
“As one of our leading trade publi- 
cations recently has expressed it, ‘A 
return of sanity on this subject of 





Christmas-giving is very evident.” 





acquainted with the measures men- 
tioned and the harm they may pro- 
duce?” he asked. 

Mr. Stone’s talk was on the- subject, 
“What Business Needs Now.” Fred A. 
Appledoorn acted as toastmaster, and 
the gathering brought out an atten- 
dance of over 100 persons. 

Reviewing the business depression, 
Mr. Stone said: “This period of dis- 
tress has not been without its blessings. 
It has resulted in healthy liquidation, 
not only of stocks on the New York 
Exchange but in stocks of merchandise. 
The result is that the average mer- 
chant is in better condition than at any 
time since the war.” 

He outlined certain principles to fol- 
low if success is to be attained in the 
retail field. 

Records should be available to show 
just where business is at all times. 

There should be a_ well-balanced 
stock, with an orderly and interesting 
store. 

Inactive stock items should be made 
to move. 

One should get and keep control of 
his organization. 

Be sure the mark-up is sufficient to 
take care of sales and readjustment in 
prices. 

Be willing to share customers with 
competitors. 

There must also be a well-formed 
store’ policy,’ with an organized sales- 
promotion. plan and satisfactory store 
service. 

“Running a successful store is a push 
and pull proposition,” he remarked. 
“Constantly pushing ahead for more 
sales and at the same time pulling back 
on expenses and waste.” 

Reference was made to conflict be- 
tween independents and chains. Mr. 
Stone said that 78 per cent of the 
stores are today operated by indepen- 
dents and 22 per cent by chains. He 
added: “I have no great concern as to 
the future of the independent mer- 
chant, if he knows his business and 
kow to serve his clients.” $ ¢ 

Joseph Kalisky, of Chicago, took an 
active part in planning the program 





for the meeting. 
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The CHATHAM by 
A. Freedman & Sons, 
Inc., Brockton, Mass. 
~ Black Tandrite Calf. 


OG Aly : ‘ 


For Men This Spring... Tandrite Calf! 


Here is a leather preferred by men because of its unquestioned 
quality, its high, lustrous finish, its durability and smart lines. 


By a process of tanning, exclusive in many details, Hubschman 
produces in Tandrite Calf a super-calfskin which when made 
up into shoes makes them look well, wear well and sell well. 


E. HUBSCHMAN & SONS, Inc. PHILA., PA. 
Tanners of Fine Calf Leathers 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








t. 8. EVANS SON CO., Wakefield, Mass. 


Beccececcccesccccocoooe() 





IN-STOCK 


on Request Nationally known 
SWAN SHOE CO., INC. BALTIMORE, MD. 


ors 
New Yerk Office—Room 551, Marbridge Bidg. 





An Absolute Fact 

BORCO SLIPPERS are made better— 

and eel] better—than any other slippers 

em the market in the popular price 
statog on Roquess 

eg 














and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
F Salesroom 








MEN’S FINE 
HAND TURNED 
SLIPPERS 


Manufactured 
Cher ray 
from $2.00 00 $2.08. W. S. CHASE & SONS 
Bend fer Catalogue. Haverhil) Mass. 


Besten Office: Reom 501, Statler Bidg. 








Women’s D’Orsay ! 
Slippers 





Des Moines Convention Plans 


New Plan for Space Reservations Announced and Committees 
for Northwestern Meeting Are Designated 


DEs MOINES, IowA—Reservations are 
already being made for display space 
at the annual convention of the North- 
western Shoe Retailers Regional Asso- 
ciation to be held at Hotel Fort Des 
Moines here Feb. 9, 10 and 11, 1931. 

In contrast to the procedure of two 
years ago, no agency for the reserva- 
tion of display rooms. will be set up in 
Des Moines until after the first of the 
year. 

Shoe travelers who wish to make 
reservations prior to that time may do 
so by ne their check for $15, pay- 
able to the Northwestern Shoe Retail- 
ers Regional Association, to H. S, Mc- 
Intyre, secretary, 2642 University Ave- 
nue, St. Paul, Minn. An order on the 
convention hotel will, upon receipt of 
check, be mailed to the shoe traveler, 
who, by presenting this order at the 
Hotel Fort Des Moines, can have set 
aside for his use during the convention 
such room or rooms as he may desire 
among those which are still available. 

Again at the 1931 convention all 


: business sessions will be held in con- 


nection with noon-day luncheons. This 
plan gives forenoon and afternoon of 
each day for inspection of sample lines 
on display, and also enables the ex- 
hibitors to participate with the retail- 
ers in the convention sessions. 

E. F. Rogers, owner of the shoe de- 
partment in the store of George E. 
Brett Co., of Mankato, will be the head- 
line speaker on Monday, Feb. 9, the 
opening day. Mr. Rogers’ hobby, and 
one which he rides with extreme suc- 
cess, is getting retailers to work to- 
gether. In his home town of Mankato 
he has been successful in getting 81 
firms, representing shoes, dry goods, 
men’s and women’s clothing and other 
lines, to work together in such manner 
that they have materially increased the 
trading radius of Mankato. 

President Welch has named some of 
the convention committees, with the 
personnel of others to be decided later. 
Those which have been designated are 
as follows: 

Nominating: W. H. Gernes, Ames, 
Iowa; Arthur S. Johnson, Sioux Falls, 

D.; E. L’Esperance, Grand Forks, 





Tree the Shoes 


It’s the time of the year to sell trees, 
and more of them, especially to the 
men who are fastidious about their foot- 
wear, as well as those who ought to be. 

Shoes, kicking about in winter weather 
get a lot of abuse. Sometimes they get 
soaked with snow, sleet or rain. After 
that, they should be put on trees and 
left to dry slowly to shape. They 
shouldn’t be put in an oven, or on the 
radiator, for the leather in them is 
likely to get burned; nor should they be 
left in a closet of a steam heated 
apartment, because they will dry hard 
and cracky, or may be they'll warp out 
of shape. 

So, in the interest of footwear that’s 
good and proper, sell more trees to men. 











Program: T. Frank Jaques and 
James Tyler, both of Des Moines, and 


W. H. Gernes. : 
Publicity: H. S. McIntyre, Minneap- 
olis, and Walter Arant, Des Moines. 
Auditing: Joe Langley, St. Paul; Er- 
nest Westbury, Iowa Falls, and E. A. 
Rice, La Crosse, Wis. 
Luncheon and Banquet: Herb Barlass 
and Sol Sands, both of Des Moines. 
Convention Promotion Committee: 
Carl Ortlund, J. E. Wm. Prescott, Joe 
Wheeler and Fred Hardy, representing 
the Iowa Shoe Travelers Association, 
together with the following retailers: 
O. J. Benton, Austin, Minn.; W. H. 
Gernes, Ames, Iowa; George Miller, 
Aberdeen, S. D.; J. B. Haraldsen, La 
oo and W. T. McHugh, Wahpeton, 
N. D. 


Smith Bros. Open New Store 


SHAMOKIN, PA.—With the presenta- 
tion of a clever style show, Smith Bros. 
recently opened their new and modern 
shoe store and -orthopedic department. 
The style show lasted for two hours 
with various models displaying gowns 
and shoes of the latest creation. 

Smith Bros. Inc. is owned by Louis, 
Joseph and Meyer Smith who have had 
fifteen years’ experience in shoe mer- 
chandising. They own three shoe stores 
and are doing a successful business. 
Messrs. Smith aim to present only the 
best and latest shoes for the men, 
women and little folks. 


Kenton Mercantile Co. 
Buys Miller Store 


KENTON, OHI0O—Ralph E. Pugh, pres- 
ident of the Kenton Mercantile Co., an- 
nounced that the corporation will own 
and operate the Miller shoe store on the 
north side of the square. The Miller 
shoe store has been in continuous op- 
eration here since June, 1858, a period 
of 72 years, by five generations of one 
family. Henry J. Miller, present owner 
of the shoe store, announces that he 
will retire from business. 


Good Service Brings 
Many Customers 


GRAND Rapips, MICH. (UTPS) —The 
East End Shoe Store has this gold 
letter sign on its window— 

“Walk In Please 
“Walk Out Pleased.” 

Mr. Worst, the owner, is doing a fine 
community business, especially in 
school shoes in the higher price ranges. 


Correction 


In the advertisement of Crossett 
Shoe Co. appearing in the RECORDER of 
Nov. 22, the descriptions of two of the 
shoes shown became reversed by mis- 
take. These shoes were the lower two 
of the four stock numbers illustrated— 
the Scotch Grain model should have 
been numbered, described and priced as 
R814 and R815—and vice versa. 
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DAINTY LEATHER 
DAINTY SHOES 
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Roto Karung FOR DISTINCTIVE FOOTWEAR 


Watersnake 


ng chotee: For next spring, women’s apparel will be markedly feminine. 


919 Footwear will contrast an? blend. Simplicity of pattern with 


920 dainty trim will be more in vogue. 
921 


ae The artistry of grain and color tints put by nature into the 
skins of snake and lizard are duplicated to the finest detail in 


Also two Beautiful Ohio’s RAJAM LIZARD. 
Embossed Grains 
It is light in weight, mellow and of fine texture. Its cutting 


—BARODA value is uniform. 


LIZARD 
For dainty footwear to retail at popular prices, its beauty of 
and yrain supplies its own distinctive style charm. 


AGRA RAJAM LIZARD needs but little in trim to emphasize its beau- 
LIZARD tiful grain and color glints. Several of your best numbers for 
next spring made of this beautiful leather will fit into the 


Swatches Spri : 
— en spring apparel mode and sweeten your sales volume. 


Shades on request 


Quality is long remembered when price is forgotten. 


Bea: OHO ILEIATHER [Coz 
Se GIRARD OHIO 
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WHERE TO BUY 
Dancing Shoes and Tabs 


eelN STOC Keeeo 


Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAIN Gem 


COOCO ©O0CO 





TAP SHOES 
No. 9780 $1.95 


Black Kid 
Ne. 9785 
Patent 
Leather 

$2.25 


IN STOCK 
ALL SIZES 











BROOKS SHOE MFG. CO. 


Swanson and Ritner, Phila., Pa. 














ROMAN SANDAL 


An especially cre- 
ated sandal for 
stage and studio 
work which may 
also be used for 
street and sports 
wear. Patent 
Leather. Retails 
profitably at $6.50. 
Colors to order. 





SEND FOR NBW 
1930 IN - STOCK 
CATALOGUB B.8. AT 
ONCE DBI IVERIES. 








Box & Soft Toe 
Slippers 


Ballet Pumps 
Sandals 


TAP SHOES Toe Shields 


Wood Heels—Hand Turned A!uminum Tips 
Write for Sample —3 sizes 


Recognized professionally and by America’s 
leading dance organizations. 
IMMEDIATE DELIVERY. 


OHarneu’s 


America’s Leading Ballet and Toe Slipper House 
233 W. 42nd ST. NEW YORK 























Salvaging Old Shoes 





TOIT oF 


Herbert Photos 


Mountains of shoes, boots, leather cases, old saddles and rubber 

boots, are being salvaged by. the German government due to the 

rubber and leather shortage. The public is giving their old shoes for 
the utilization of the government. 








Sales in Chicago 


Cuicaco (UTPS)—Carson, Pirie, 
Scott & Co. are having a $9.75 sale of 
morning, afternoon and evening shoes. 
All sorts of material are represented. 
They stress the fact that “Every Pair 
is Right in Fashion—Every Pair is 
Radically Reduced.” The sale is well 
attended, according to their buyer, 
again proving that when the public is 
offered a value, they soon find money 
to buy. 

The Shoe Box (for the younger set) 
department of Chas. A. Stevens & Bros,. 
is also having a sale, of broken sizes. 
The sale price is $6.75 for footwear 
that formerly sold up to $12.75. No 
exchanges, refunds or credits are al- 
lowed. Their buyer also reports good 
sale attendance. 

All-over reptiles seem to be getting 
stronger, both in demand and advertis- 
ing. Up to the present few all-over 
reptiles were being sold, with the ex- 
ception of alligator. Now leading mer- 
chants, apparently sensing a pick-up 
by reason of the increased number of 
customer inquiries, are beginning to 
advertise this type of shoe. 

One interesting fact now making it- 
self known, according to a large num- 
ber of dealers, is that men are buying 
more spats this year. Despite the talk 
about severe business depression and 
the fact that spats are not to be classed 
as an absolute necessity, this year 
seems to find them much increased in 
popularity judging by sales volume. 

hica: shoe merchants expect to 
take full advantage of the holidays. 
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Johnson Succeeds Joe Langley 


St. PauL, MINN. (UTPS)—L. H. 
Johnson succeeds Joe Langley as shoe 
buyer for Schunemans & Mannheimers 
and manager of the main floor depart- 
ment. He has been associated with Mr. 
Langley at various times and for two 
years has been his assistant. When 
Mr. Langley went to the Golden Rule 
store last week Mr. Johnson was pro- 
moted to buyer. Formerly he was with 
Mannheimer Bros., Inc., before it was 
merged with Schuneman & Evans. In 
the interim he was buyer for the shoe 
department of T. S. Martin Co., Sioux 
City, Iowa. 

Feltman & Curme Shoe Stores Co. is 
spending considerable money improv- 
ing property occupied as stores. The 
store front at 374 Robert Street, A. F. 
Anderson, manager, has been made 
over into modern style with staggered 
plate glass show windows supported 
on formica bases. The interior lighting 
system has been changed effectively. 
Remodeling is under way at 410 
Wabasha Street to cost $3,000. 

The Golden Rule has taken over the 
department store sales of Enna Jet- 
tick shoes. The Enna Jettick retail 
store is at 8 W. Sixth Street operated 
by Chase & McLean, who have similar 
stores in Minneapolis and Duluth also. 

Walter D. Feltman, manager of the 
Minneapolis Feltman & Curme Shoe 
Stores Co. store, is recovering from a 
street accident Nov. 15 in which an au- 





tomobile injured a foot and knee. 
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STYLE in Footwear 


Why Shuglovs Are More Successful Each Season 


ODAY there is no substitute for style. 
The average woman dresses more smartly 
today than ever before. She has learned 
to distinguish real style. She knows artistry 
from artifice. In footwear, she shuns gaudy 
tricks, knowing that style is born of perfect 


fit, of superior materials, of craftsmanship in 


making. 


Proof—if proof is needed by any man in 
the footwear business —lies in the phenom- 
enal success of Shuglovs. 


Shuglovs gave women style in an article 
where they never expected to find style. 


The response was instantaneous. Each sea- 
son has found an overwhelming increase in 
Shuglov sales. Dealers tell us Shuglovs are 
the only article of their kind that women ask 
for by name. 


We have reason, therefore, to predict a 
successful season for every Shuglov dealer. 
Miller Rubber Products Company (Incorpo- 
rated), Akron, Ohio. 


There's a Miller warehouse at every strategic distributing point in the United States—assuring fast deliveries. 


AKRON 
SAN FRANCISCO 


PITTSBURGH 
DENVER 


PHILADELPHIA 
MINNEAPOLIS 


SYRACUSE 
CHICAGO 


NEW YORK 
DETROIT 


BOSTON 
CINCINNATI 


ACCESSORIES AND REPAIR MATERIALS . DRUG SUNDRIES 
SHUGLOV FOOTWEAR . RUBBER BALLS AND TOYS 
MOLDED RUBBER GOODS 


TIRES . TUBES . 
BATHING WEAR . 
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WHERE TO BUY 
Ballet Slippers 



























Rights and Lefts 
Two Grades 
Wom. Miss. Chi. 
$1.60 $1.45 $1.40 
(36 1.90 im 












wh. 
In Stock ys 
185 West Monroe Chicage, Ill. 















BALLET SLIPPERS—IN STOCK 
ef the unusual kind 
8102 Bik. Kid Hand Ture 


Child’s 6 "" 

2 6 to 11—$1. 
Miser 11% to = 1.40 
Women’s 2% to 8— 1.45 


Also Hard Tees 
SCHWARTZ & HERDER, Inc. 


Boecciaiicts In and Comfort Silppers 
241 Ne. 11th St., Philadelphia, Pa. 


























In Stock Black Ballet 
Ppers 





Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 





























BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Sivie No. $0e..d18 41-80 6148 
Coast Prices Slightly : 
Brooks Shoe Mfg. Co. 

Philadelphie— 
Swanson and Ritner Sts. 

Les Angelee—1162 So. Hill St. 


PROFITS 


Shoe retailers are finding 
i extra profit in theatrical 
In- 
| vestigate the profit possi- 
i) bilities of a theatrical de- 











IN 
STOCK 





























Write us! 








CHICAGO 


THEATRICAL SHOE CO. 
209 S. State Street 







The Hoffert 
Toe Slipper 


Citeage, Il. | 
Coast orders filled : 
6715 Hollywood Bivd., Hollywood, Cal. 
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WHERE TO BUY 


Skating Shoes 
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SKATING SHOES 


No. ‘Feca ie: 


Athletic Shoe Co. 
914N. Marshfield Av. 
Chicago, Ill. 






































Converse Is in 
Strong Position, 
Executive Says 





Firm Denies Rumors Hinting 
Connection with Kaufman 
Disappearance 


BostoN—Mitchell B. Kaufman, presi- 
dent of the Converse Rubber Company 
of Malden and the Hodgman Rubber 
Company of Framingham, both in 
Massachusetts, was lost Nov. 5 while 
hunting with several companions in 
the woods near Jackman, Me. To date, 
in spite of extraordinary effort, no 
definite trace of the missing man has 
been found, although hundreds of 
guides and woodsmen, aided by four 
airplanes, have engaged in the search. 

The following statement by Albert 
H. Wechsler, assistant to Mr. Kauf- 
man, was given to BooT AND SHOE 
RECORDER : 

“Not unnaturally, the disappear- 
ance in the Maine woods of our presi- 
dent, Mr. Mitchell B. Kaufman, has 
resulted in many rumors, some of them 
calculated to reflect upon the financial 
condition of the Converse Rubber 
Company. 

“It is our duty to our stockholders 
and loyal customers in every part of 
the world to put at rest any suspicion 
that there is even the most remote con- 
nection between our president’s disap- 
pearance and the financial status of 
our company. It is authoritatively 
stated that the Converse Rubber Com- 
pany has never been in better condi- 
tion, financially or otherwise. Our 
Certified Public Accountant’s state- 
ment is ample proof of this declara- 
tion.” 

Two years ago, M. B. Kaufman or- 
ganized a syndicate to rehabilitate the 
finances of the Converse Rubber Com- 
pany, a business with a twenty-year 
background. Mr. Kaufman became the 
new company’s first president. retain- 
ing the old company’s personnel. bring- 
ing to their long experience new ideas 
and associations. The business ex- 
panded rapidly. 

Mr. Kaufman’s career with the Con- 
verse Rubber Company, though brief, 
has created a marked and lasting im- 
pression on the minds of his associates. 
His forceful, brilliant personality is 
missed but his precepts and volicies are 
being ably administered by those he or- 
ganized to succeed him. 





John Henrickson Manager 


SAN FRANcISco, CaL. (UTPS)— 
John Henrickson is now manager of 
the Ground Gripper Shoe Store, 75 
O’Farrell Street, San Francisco, suc- 
ceeding C. F. Listman. C. W. Hyatt is 
now assistant manager. 

The Dr. Kahler Shoe Shop, 124 Post 
Street, San Francisco. is now under the 
managership of V. M. Rosenberg. 

San Francisco merchants report very 
encouraging fall btsiness, with stocks 
well down and the public noticeably in 
buying mood. 


64 








Brockton Manufacturers 
Ask For New Price List 


BRockTON, Mass.—Business agents 
of all the B. and S. W. U. locals in this 
city have presented to their respective 
unions a proposition submitted by 
nearly a dozen of the larger shoe man- 
ufacturers here for a price list for the 
manufacture of a so-called fourth grade 
shoe, a type of footwear never before 
attempted here, but declared necessary 
to meet the down-bidding of prices by 
chain stores. 

The proposal was advanced to the 
agents at a conference held here last 
week and in the two-hour discussion 
that followed its presentation there 
was indication that the union officials 
are opposed to the plan, looking at it 
as a reduction in wages of from 10 to 
18 per cent. The new prices in no way 
would affect day workers, figured as 
about 35 per cent of the operatives. 

Should the union members, at their 
respective meetings, turn down the pro- 
ject, it probably will be referred to 
the State Board of Conciliation and Ar- 
bitration for adjudication. The Brock- 
ton Shoe Manufacturers’ Association 
hinted at such action. Union officials 
contend if the price list was allowed, 
approximately 30 to 40 per cent of the 
work done here would revert to this 
cheaper grade of shoe but some manu- 
facturers doubt if the figure would be 
much over 25 per cent. 





Improvements Under Way 
In Commonwealth Plant 


WHITMAN, Mass.—Answering per- 
sistent reports that the Gardiner, Me., 
plant and business of the Common- 
wealth Shoe and Leather Co. is to be 
removed to this town, officials of the 
company have given emphatic denial 
to the rumors, announcing that the con- 
cern is taking advantage of the mid- 
season inventory period to make needed 
changes in the Whitman plant. The 
company issued the following state- 
ment: 

“Coincident with the regular yearly 
closing for stock-taking at the Com- 
monwealth factory there will be made 
substantial changes in the layout of the 
‘treeing, making and packing rooms of 
the Whitman factory. Such changes 
will be in line with the latest and most 
efficient practices in shoemaking. 

“The cutting and fitting rooms at 
the Whitman plant were changed some 
months ago and the present change 
will complete the modern layout of the 
factory.” 





Selby Orders Show Marked 
Increase 


PORTSMOUTH, OHIO (UTPS)—Busi- 
ness booked by the Selby Shoe Co. dur- 
ing the week ending Nov. 15 surpassed 
that of any single week in several 
months, according to company officials. 
The booking of several large orders, 
together with the regular run of busi- 
ness, will enable the company to op- 
erate its factories on a fuller schedule 
for some time and thus give employ- 
ment to additional workers. Officials 
are very much encouraged and they 
say that the larger volume of business 
is a sure indication that industry gen- 
eral'y is on a definite upgrade. 
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9 REASONS 


For its popularity 
with the trade — 








Absolutely Uniform. 
100% Cutting Service. 


Breathes—Will not draw the feet. 


Long Wearing. 


Feathery Lightness. 


Unaffected by water, drying and 
perspiration. 


Enhances shoe style. 


No breaking in—wonderfully com. 
fortable. 


Build repeat business by specify- 
ing OncO. 


The perfect Innersole for 
MeKays-Littleways-Stitechdowns 
-Cement Process and Welts. 


Manufacturered by 


FOUNDED 18652 


briland, Maine 





BRANCH OFFICES: 
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New York City 

233 Broadway 

Atlanta, Ga. 
1023 Candler Bldg. 
San Francisco, Cal. 
58 Sutter Street 


Boston, Mass. 
76 Lincoln Street 
St. Louis, Mo. 
1012 Arcade Bidg. 
Minneapolis, Minn. 
736 Plymouth Bidg. 


Chicago, III. 
110 So. Dearborn 81. 
Pittsburgh, Pa. 
1626 Oliver Bidg. 
Brown Corporation 
509 New Birks Bidg. 
Montreal, P. Q. 
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WHERE TO BUY 
Spats 











‘Stan dard’ 


P 






Priced to 
$1.50 to $5.00 
Write for 
samples. 


Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
eee 





To Retail at 
$1.45, $1.95, 
$2.50 





Sample orders of two dozen 
will be shipped on ten days’ 
with any higher priced 
ordering samples mention 


Miustrated folder and price Uist on request 


GOLD SEAL, 722 B’way, N. Y. C. 








IDEAL 


Reg. Trade Mark 
Manolis Products Will 
Give You More Profits, 
Spats $9.00 to $21.00 
Doz. Prs. Include Box- 
cloth. 


Rhinestones $2.50 to 
—— Include Colonial 
es. 


MANOLIS MFG. CO. 


‘New Shoe Shop in English 
Manner 


NEw YorK—A new shoe shop that 
is characterized by the air of ease and 
comfort so typical of English booteries 
has been created in the store of Babers, 
Ltd., which opened recently at Madison 
Avenue at Forty-Ninth, New York. 
Walnut panelled walls adorned with 
colorful prints portraying the hunt line 
the sides of the shop. Soft brown 
leather upholstered chairs serve to 
complete the general tone of informal- 
ity that marks the store. 

Handling Church English shoes ex- 
clusively, Babers carries a complete 
array of men’s footwear and a line of 
women’s shoes in sports, walking and 
spectator styles. The feminine line is 
limited to models with leather and 
Cuban heels. Riding boots of brown 
willow calf and black boxcalf, for men 
and women, are displayed prominent- 
ly. Newmarket boots and jodphurs are 
also carried in stock. 

Consistent with the atmosphere of 
the shop, picturesque English names 
of old castles, cathedrals and other 
structures of architectural significance 
constitute the titles of Babers’ shoe 
lasts. For example, Bath Abbey, War- 
wick Castle, Norwich Cathedral, The 
Crooked Spire, Beaufort Castle, Tow- 
er of London and Newark Castle, all 
serve to identify separate styles of shoe 
lasts. This tie-up also serves as the 
keynote of all the store’s advertising. 





Heavy Leather Deliveries 
Increase 


NEw York—Tanners’ deliveries of 
cattle hide leather during September 
showed a gain of about 7 per cent over 
August, this being contrary to the 
movement reflected in September dur- 
ing the last three years. The deliver- 
ies for the first nine months this year, 
however, have been 15% per cent 
low the corresponding period last year. 
Actual consumption of this class of 
leather also showed a slight increase in 
September attributable to the increase 





4248 No. Crawford Ave, 
Chieago, 111. 








PBR PY Ba Ba BO GE BV he 


BOND STREET 





. attrac- 
Dedkages. Immediate delivery. Write for’ samples. 
THE WILLIAMS MFG. COMPANY, 
Portsmouth, Ohio, U. S& A. 


De NT ON ON ee 


DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


In All Selling Colors 
10 dozen lots $7.50 


Also Better Grades 
Samples on Request 








in shoe production during the month; 
but the consumption this year to the 
end of September was about 16 per 
cent below the same period in 1929. 

Finished stocks of cattle hide leather 
in all hands at the end of September 
amounted to 7,448,000 hides, this being 
20 i per cent more than a year ago. 
Stocks of cattle hides put in process 
of tanning declined in September due 
to a recent curtailment. This leaves 
these stocks 6 per cent below Septem- 
ber, 1929, and lower than at any time 
on record. Visible stocks of all cattle 
hides and leather totaled 16,104,000 
hides at the end of September, these 
stocks having increased 8 4/10 per cent 
since September, 1929. 





Distinentive Ad Campaign 


Newark, N. J.—A campaign of na- 
tional advertising in The Saturday 
Evening Post, The Literary Digest and 
Time Magazine carries an unusual 
series of pictures of Johnston & 
Murphy shoes to the eyes of the read- 
ers. Dealers report that this continu- 
ous advertising is bringing customers 





STAR FOOTWEAR MFG. 
50-54 Ne. 4th St., Philadelphia 

















to their shops and resulting in in- 
creased sales. 








Advertising Expert at 
Old Colony Club Meeting 


BrockTonN, Mass.—A. O. Bucking- 
ham, advertising manager for the 
Cluet, Peabody Co., collar manufactur- 
ers, was the speaker before the fort- 
nightly meeting of the Old Colony Ad- 
vertising Club, Nov. 19, so handling 
his subject as to show the part which 
can be played by shoe advertising in 
meeting conditions during the present 
business hesitancy. He told also how 
his concern was geared up to change 
its advertising and manufacturing 

licy almost over night. “Sir Donald 
McLain of Glasgow, Scotland” was a 
guest and had succeeded in rousing the 
ire of many present when he pulled off 
a wig and revealed himself as George 
Daniels, a professional entertainer. 

At the business meeting Glenn M. 
McCrillis set the next meeting date as 
Dec. 17 and Boston as the meeting 
place. He named a committee includ- 
ing George M. Rand, H. S. Gardner 
and Albert L. Howard to arrange an 
appropriate program. A local orches- 
tra furnished music. . The members re- 
sponsible for the success of the meet- 
ing were Roland Haviland, Mr. McCril- 
lis and Wilbur L. Longden. 





New Store in Oakland 


OAKLAND, CAL. (UTPS)—Leed’s— 
this will be the name of the Edison 
Shoe Company’s new Oakland store, to 
be opened in the near future at 1315 
Washington Street, and to sell $4.50 
women’s shoes exclusively. The firm 
first opened its Los Angeles store and 


its success there encouraged the 
branching into Oakland. 
Sam Weinstein’s Department Store, 


Washington Street at 13th Street, has 
now opened a shoe department—a con- 
cession operated by The. Shoe Mart, 
Inc., of San Francisco, the San Fran- 
cisco headquarters being at 2610 Mis- 
sion Street. L. Meyer is manager of 
the Oakland department. 

Oakland lost a good shoe man, and 
Palo Alto gained one, when B. Epstein, 
heretofore with B. F. Schlesinger & 
Sons, Oakland, became proprietor and 
owner of the Stanford Bootery, 235 
University Avenue, Palo Alto. 

The shoe business in Oakland con- 
tinues on a good, profitable level, with 
the public taking avidly to the new fall 
and winter shoes. 





Oxfords Good in Des Moines 


Des MoINgEs, Iowa (UTPS)—Pres- 
ence of the Iowa State Teachers’ asso- 
ciation in Des Moines gave gy tees to 
the week’s volume of shoe business 
during the week ending Nov. 15. Ac- 
cording to V. E. Meline, manager of 
Crandall’s Boot shop, the amount of 
purchasing done was unusually good, 
as compared with that of the previous 
year. Something of a lull was noted 
the following week as a natural result, 
and also due to the unseasonably warm 
weather. 

Black kids and calfskins, largely in 
the oxford types, have been leading in 
local demand, with the lizard trims as 
popular as ever. Some suedes con- 
tinue to be sold, and in combination 
with kid enjoy greatest popularity. 
Brown shoes in varied styles are also 
largely in demand, coming second, 


however, to black in the experience of 
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most local stores. 












POPULAR 
THE. 


VENETIAN 


| SLIPPER 


gvle 
Fh Fast Selling 
Fashion Slipper 
for Wear at Home 


prom 


High Grade Genuine Hand Turn Best Quality | ere me Uppers 
—6 Colors—A to C—Smart—Comfortable— 
Perfect Fittng—13-8—Cuban Cava | Heel 


% . PURPLE, GREEN, 
IN STO CK RE LACK KID AND PATENT 


Satin Lined + 
37% 


Kid Leather 
Lined Fast Color 
30 Days 


$2.50| |%9.35 


The Vigorith-Rabkin Shoe Co. 
Power Bldg. Cincinnati, Ohio 
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RETAILERS 


“nn, MEER 
= STOCK 


BLACK KID 
ONE STRAP 


BLACK SNAKE 
APPLIQUE 
14/8 LEATHER HEEL 


Combination Last AA to E 
“MADE IN PHILA. BY MASTER CRAFTSMEN” 








Cc. S. GIBBON CO., Inc. 
54 No. 4th St., Phila., Pa. = 
[aes * Send for Catalog quiaaas 


aa 
Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 
12 Duncan St., Haverhill, Mees. 

















In the Spotlight of 
Popular Demand... 


APON 


for Slipper Uppers 


Today the feet of men, women and 
children must feel their best in moments 


of leisure and look their best when the 
unexpected guest drops in. 
There’s a world of comfort in the kid- 
like softness of Zapon uppers—style in 

its smart variety of colorful patterns— 

and value enough to sell the most crit- 


ical shopper. Such popular demand 
builds not only sales but profits. 


We'll give you the names of manu- 
facturers now using Zapon, if you 
like. 


This waterproof chamois soft mater. 
ial in its variety of colors and patterns 
has already taken the lead for 1930 as 


ra A rh mh TY wre «2 definite sales builder. In America 
PARINE an exclusive product of Zapon, 


Reg. U. S. Pat. Off. 


Send for samples! 


THE ZAPON COMPANY 
STAMFORD, CONN. 


Subsidiary of Atlas Powder Company 
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WHERE TO BUY 
Spats 
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GREATEST SPAT LINE 


OF THE INDUSTRY 


“er 
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WHERE TO BUY 


Children’s Footwear 
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Approved by Medical Men 
As « fully ventilated . 
the Burkley Ven- — 
Foot Developer 
is unexcelied. Well 


surgeons recom- 
mend its use. 


Burkley Shoe Co. 
1156 Ne. Main St. 
Brockton, Mass. 
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WHERE TO BUY 


Women’s Novelties 
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Sandal Proposition ,/ 
Announcing 

for 

1931 


A new and unique line of quality imported 
eandals which promises for volume buyers 
a real opportunity to sell at competitive 
prices. 


The R. STERN Co. 


Irwin W. David, Gen. Man. 
308 Fourth Ave. New York 
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WHERE TO BUY 
Slippers 


No.C775—All sizes in stock 
for immediate > 
W rite for circular 


Rest-Rite Slippers. 


Athletic Shoe Co, 
914N. Marshfield Ave. 
Chicago, lil, 








Grossman Shoe Stores 


Aid Unemployed 








Frank Grossman 


NEw YorkK—Mayor Walker’s Unem- 
ployment Relief Fund received a sub- 
stantial and welcome addition last 
week as the result of the decision of 
Frank Grossman, head of the Julius 
Grossman Stores Corp. and of Julius 
Grossman, Inc., to devote 3 per cent 
of the week’s receipts of the Grossman 
stores to this worthy purpose. Mr. 
Grossman is said to have given the 
largest percentage of receipts recorded 
so far to the Unemployment Relief 
Fund and in addition he devoted the 
week’s advertising to telling the public 
about it, with the result that customers 
responded very liberally. 

A telegram of appreciation received 
from Mayor Walker, together with 
news articles about Mr. Grossman’s 
offer appearing in the New York 
papers, were featured in the Grossman 
windows. 

Mayor Walker’s telegram. read as 
follows: 

“Your very gracious offer to con- 
tribute three per cent of the gross 
sales of all your retail stores to New 
York City’s fund for the uremployed 
and needy for the week commencing 
Monday November 17th is deeply ap- 
preciated.” 


Free Shoes to Needy 


_ New ROcHELLE, N. Y.—In coopera- 
tion with the City Employment Com- 
mission, The V’alace Shoe Store, 518 
Main Street, gave away free to the 
needy unernployed of the city 125 pairs 
of men’s shoes on Tuesday, Nov. 25 
and Friday, Nov. 28, between the hours 
of 9 and 11 a. m. 


Atlanta Trade Off 


ATLANTA—Business conditions in 
the shoe industry have been decidedly 
off in Atlanta, despite ideal shoe 
weather, namely rainy, cold weather 
for the beginning of winter. Dealers 
are unable to account for the failure 
of the usual fall pick-up, unless it is 
a refusal of the public to buy. 
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Service, Not Price, Best Basis 
for Business 


ATLANTA—That the customer does 
not remember the price of the shoe 
after he leaves your store, but only 
whether it wears well or not is the 
warning to the trade of Charles Brady, 
manager of the men’s shoe department 
at Muse’s. 

“The shoe store, or the shoe de- 
partment,” says Mr. Brady, “cannot 
make a more serious mistake than to 
change over to, or add considerably to, 
its stock of cheaper shoes at this time. 
That the temptation is strong to 
change to a more popular priced shoe, 
I will admit. 

“But, after the customer leaves your 
store, he does not remember how much 
le paid for the shoe. He only remem- 
bers that it didn’t wear as long as that 
last pair he got. 

“The fact that he only paid $5 for 
the pair of shoes where formerly he 
paid $10; the fact that he knew he 
was getting a cheaper pair of shoes 
and ought not, logically, to expect so 
much from it; the fact that the store- 
keeper put in the cheaper shoes be- 
cause he claimed he could not afford to 
pay more for a pair are all forgotten. 

“The customer looks to you to pro- 
tect his interests in the line of quality. 
And if you continue to give him qual- 
ity shoes, even at the old prices, he 
will appreciate it, even if he does not 
buy as many as formerly, and will 
remain a repeat custorher.” 


Schiff Co. Declares Dividend 


CoLUMBUS, OHIO (UTPS)—The di- 
rectors of the Schiff Co. of Columbus, 
operating 172 retail shoe outlets, have 
declared the regular quarterly dividend 
of $1.25 per share on the preferred 
stock and 50 cents per share on the 
common stock, both dividends payable 
15 to stockholders of record Nov. 


Says Slump Has Touched 
Bottom 
[CUNTINUED FROM PAGE 53] 





add many more thousands of people to 
the ranks of the unemployed. You can- 
not do away with luxuries, he pointed 
out, without doing away with the fac- 
tories making them and throwing out 
of work the people employed in them. 
Two remedies, he said, can be used. 
He advocated the “Buy Now” cam- 
paign as one of them, but pointed out 
that this buying by the public can go 
only so far when it must cease. “It is 
merely priming the engine when the 
twenty-gallon gasoline tank is empty.” 
The second and most important thing 
to be done, therefore, is to create new 
business by the expansion of credits. 
Two years ago, he said, it had been 
planned to prevent just such a depres- 
sion as the one in which we now find 
ourselves by making a schedule of 
expenditures to be undertaken by the 
Federal, state and municipal govern- 
ments. This plan was lived up to by 
the two latter classes but the national 
government, for some unknown reason. 
not only failed to start its spending 
until six months after the depression 
wave had broken over our heads, but 
also reduced its appropriations to a 
point far below that contemplated in 





the original program. 
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AND ... NOW... AFTER MORE THAN A FULL YEAR 
OF INTENSIVE EXPERIMENTATION 


DYES 


Present 


BLACR, 


——— Sleek, lustrous BLACK 
FRANH & SEDER which gives amazing results 


mannitiantnideiaiiaies not merely on white fabric 


aii etceeeil shoes but on ALL COLORS 


Prrransures. Fa. 


Nevember 21; 1930, 




















—reds, greens, browns, pur- 
ples, etc. 


SA ie “Deauville” is proud to offer 
e es 

New Y » BY. { 1 i 
lew York City, N.Y this revolutionary fabric 
Gentiement- Att: Mr, 8, Weinstein shoe dye as the outstanding 


Referring to your letter of the 13th instant in which product of its kind. 
you ask us to give your our frank opinion on your new 
black dye, we are very happy te state that tt has pro- 


ven very satisfactory with ing to the fact that P 
it isa black ae ceenten ae be tte choos Easily brushed on... 


are dyed and dry they are black and the dye does not 


rub off. ONE COAT usually suf- 


We have a ticall black that mad ; 
We have used practically every black dye that, is made. ficient on almost ANY 


bo rh cee as they are turning out with SHA DE! nay 


Regarding your other shades, we have only had a few of any DYEA BLE material. 

your different shades but they have been satisfactory, P 
Order NOW to insure 

As we do a lot of black dyei and intend usi: : 

black dye, would ask you om omens us cect wen Sarr prompt deli very ! 


the best price you can offer us if we buy it in gallon 
quantities. 


. and on 


Thanking you in advance for your immediate attention, Individual 4 0z. bottles, 


we are 


ne 60c each — pint size, 
HAMs ek FRANK & SEDER $1.50 bottle. 
ao ta pe 


DEAUVILLE IMPORT CORP. 


38 W. 32nd St. New York 
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WHERE TO BUY 


W omen’s Shoes 
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Internationally recognized as the acme of 
tility shoes. 


u 
A product of 
SHAFT-PIERCE SHOE CO., Faribault, Minn. 








Ultra-Smart Sandals 
Cemplete color ee 


tions 
Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
33 West 27th St. New York 

















CUSHION SHOES 
B JOHN EBBERTS SHO 


SHOE CO., INC. 
Baffale, N. Y. STOCK 
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WHERE TO BUY 


Shoe Forms 









Jatry Forms 
for Shoes and Hosiery 


made of white, 
transparent or colored 


D FAIRYLITE 
Shoe Form Co., Inc., Auburn, N. Y. 
BREST SS (IE ES ec NS URI 
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WHERE TO BUY 


Store Fixtures 
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NEW GOODWIN CATALOG | 
| FIXTURES 
NSTALLATIUONS 








Foot Health and Style 


[CONTINUED FROM PAGE 29] 


arch-bridge gives you an absolutely 
firm base that cannot sag.” Here’s an- 
other, “Other features of the utmost 
health benefit are the snug fitting arch 
and the flexible steel shank which lends 
spring to the step.” 

“This is the ~hoe that has a con- 
cealed buiit in arch bridge to prevent 
sagging and a flat inner sole to prevent 
pinching the bones, nerves and blood 
vessels of **> forapart of the foot.” 
“With its a e it makes a solid 
foundation .ndéi, <e foot, eliminating 
practically all foot trouble.” 

From a maker who believes in the 
rigid arch, but does not directly ex- 
ploit it, coves this. “The arch of the 
foot consi; of a group of bones be- 
tween the Feel a..d the toes, in the 
form of an «rch, closely bound together 
by ligament, ghat make them practical- 
ly rigid. is portant that the 
shoes, whic subgajute for the soft 
earth under ‘is arth, give the greatest 
possible sup. ort.” 

There are several shoes of the ‘stiff 
shank variet - that carry the support 
idea a little urther by extending the 
heel forwa: and inward under the 
arch, as sho __ by the drawing. Of this 
type of shoe o..e maker says: “The spe- 
cial extended heel, hich is brought 
forward and ‘wird under the thrust 
of the body weight, preventing the 
downward sag of the inner border of 
the feet, will give quick and perma- 
nent relief because they meet the con- 
dition in a sane and logical way.” 

Now I have presented the claims 
of flexible shanks, rigid shanks and 
what is claimed to be flexible steel 
shanks. All of them have their par- 
tisans and all of them give more or 
less relief. My only suggestion to you 
is that you measure them up against 
the mechanics of the foot as you now 
understand them. 

One thing is certain. There is a 
growing need and demand for shoes 
that combine comfort with style. Such 
shoes must be designed and made with 
the idea of comfort uppermost. ——- 
adding a turned up counter or shan 
piece to the ordinary shoe will not 
answer. Lasts, patterns and detail 





Bata Building and Flying 


Lynn, Mass.—Thomas Bata, the cele- 
brated shoemaker of Czechoslovakia, is 
building five factories, one to be used 
for making equipment for retail stores. 
He has lately bought five flying ma- 
chines. He recently flew from his fac- 
tories in Zlin to the London shoe and 
leather fair, and back again. He is ex- 
panding his operations on a world-wide 
scale and, for instance, is putting out 
publicity in Chinese as a means to in- 
duce the Chinese to wear more of his 
shoes. 

These, and other interesting tales of 
the celebrated shoemaker of Czecho- 
slovakia, are told by W. J. Young of. 
Lynn, a maker of shoe machinery, and 
an ex-president of the Lynn Chamber 
of Commerce, «who. recently returned 
from a pleasant visit with Thomas Bata. 
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must be developed in accordance with 
the mechanical needs of the feet. 
It is needless to say that these shoes 


must be good looking °»d there is no 
reason why they”: Sb, but the 
practical features ti “the shoe should 


never be sacrificed because of some 
vagary of pattern. It is my opinion 
that this type of shoe should be a 
welt and it seems to me that there 
is a great opportunity for manu- 


signed and 
reference to all out-of-door activities 
rather than to seek to copy all of the 
fancy patterns that properly belong 
to the lighter turned sole shoes. 

We have been preaching “Shoes for 
the Occasion.” There are many acca 
sions in the every day activitie: of the 
average woman for which a turn shoe 
is utterly unsuitable. If she can find 
the proper shoe for all of those occa- 
sions, it is my belief that her feet can 
be kept in such healthy condition that 
she can safely wear the lighter, more 
frivolous shoes without serious harm. 


San Angelo Shoe Men 
Organize 


SAN ANGELO, TEX.—The shoe mer- 
chants of San Angelo organized The 
San Angelo Retail Shoe Men’s Asso- 
ciation at a meeting held the evening 
of Oct. 24. W. P. Barnes was elected 
president and J. A. Carter was chosen 
secretary and treasurer. 

All the leading shoe stores and shoe 
departments are represented in this as- 
sociation, there being a membership of 
twenty-six. The purpose of the or- 
ganization is to Lov, the shoe men 
closer together there by creating fair 
competition and better understanding 
of each others ideas. There will be 
rules adopted to be used by all of the 
firms, in regard to return of shoes and 
complaints by customers. This organ- 
ization will be affiliated with the state 
association. 

Meetings are to be held the first and 
third Tuesday evening of each month 
at the Hilton Hotel. 

Arrangements are being made for a 
series of educational meetings in order 
that the employer and the employees 
may be of more service to the custom- 
er. Correct fitting is to be stressed in 
all of these meetings as well as style 
and construction of shoes. 
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facturers of these shoes to develop t 
a distinctive style of their own, de-* 
styled with particular’. 
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BUSINESS OPPORTUNITY 





‘WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








Opportunity for 
Shoe Man 


Prominent manufacturer making 
one of the leoaing branded lines 
of womer 4d *¢ and ortho- 
pedic footwear .. . epared to offer 
this exclusive franchise to respon- 
sible parties. Company will assist 
young man of good character and 
some capital, $5,000 necessary. 
Several large cities open. If neces- 
sary company will sign lease for 
*. exclusive shops or assist finan- 
cially in leased departments. 
Interested in following cities espe- 
cially: Akron, Columbus, Cincfn- 
nati, Louisville, Nashville, Birming- 





If you contemplate selling your 
entire or surplus stock ‘com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1443 





“ 





We will pay the best prite for 
your surplus or entire stocks of, 
general. merchandise or department 
stores. Leases assumed. 

Phone - Writ’ Call 
All matters strictly 


I. SIMO. J. 


101 Reade St., New York Gy 
Phone Worth 5922 


FIT RITE OVERGAITER CO. 
526 S. 3rd St. Philadelphia, Pa. 


MANUFACTURERS OF SPATS 
present for the present Fall season 
FIT RITE SPATS 
With button or Zip fastening. 

In finest quality 
felt broadeloth and 
English Boxcloth. 


In all accepted and 
authentic colors. 


In grades to retail 
from $1.00 to $4.00 
per pair. 


Many are carried 
in stock. Samples 








ham, Atlanta, Philadelphia, Tren- 
ton, Springfield, Worcester and 
Albany. Give references, telephone 
number and capital available in 
first letter. 
“Address C-199, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 




















Bronxville Needs 
A Shoe Store! 


q NAN, LF Ge 
“MA.~oO. POLLINGE| co. 
A Sener. BUSINESS can de- | 
velop on in a busy community. 216 HOLLAND BLDG., ST; OUIS, MO. SEGAILé “SONS | 
Towers West on Pondfield Road is bs 


on the main business street on one 


Ir gagensnctg ee Se Everything for Yeuri Windows 933 ARCH ST, 


with unusual window space is avail- Futuristic Displays and 

able in this buildin ng size 31’ x 33’, Artifielal Flow ae ae —— | PHILADELPHIA, PA. 
and rents for $325 including base- Painting Settings p Velour — 

oo. ae preetin. for . Lame Paper is ers, Deeerative 
eady Papers, Pai Putin, Fells, Filters, 
 apetrw in the same building a the =f Gress teh, 


Send for Faney 
Dry Cleaners, a flower shop, beauty 
i, ne dled eek “lee "dee Fane Bea DISPLAY DECORATIONS 


Lawrence Management, Inc. Phone 118 West Broadway, New York 
Bronxville 0400. 









































FOR SALE HOTELS 
SHOE store in Phoenix, Arizona, for sale. 
Address C-203, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


Women’s Shoe Manufacturing Business | N ic 
= Philadelphia, up to date and fully 


aes go A a... - = i ee 
elts an rns per day, including val- Roo 
uable Trade Marks, with excellent Labor Bath 49th to 50th Sts. 


—". Peg Bn i201 "lll Tub and Shower Lexington Ave. 


Chestnut St., Philadelphia, Pa. $3 to #5 NEW YORK CITY 

per day 
OR SALE OR RENT—Former Cent For 2 

Fo. Co. plant, fully equipped, outside a $4 to %6 800 Rooms 


aky —. —, a oe —— pag a 
tt t ess C. C, einer, A 
A gia — > Suites Each with Tub ATLANTIC CITY Nd. 


HOE STORE FOR SALE—Brand new stock to #12 and Shower , ‘ 
S of shoes and lease for sale. Suitable for in- 8 day Extraordinary Reduction 


r per — 
dependent or chain store; 100% location. Quit- Special Monthly Radio in Every Room in Rates 


sng on go of eicknons. a iy hoe Store, and Yearly Ra 
. Main Street, Cc aven, SS 
3 minutes’ walk from.Grand Central. Times No Increase Over Thanksgiving, 
Square, Fifth tors | Shops important 
centers, ptm =, ans Sa and Xmas and New Year’s 


MERCHANTS’ NEEDS theatres nearby. 10 minuces to tion. 
As Low as 


Without Meals 


ered He Ms $2.50 Daily Pee Person 
ny RRRGEFIS 35.00 Up Weekly for 2 


POMPOMS AND ORNAMENTS FOR Peeters Mies : With Meals 
The rignt merchandise at the right ht price. tt |: IMERUEE Bion: $7.00 Daily Per Person 


HY-GRADE 6! SLIPPER UPPLY Co. Pr sep E TS aaa ft ; 85.00 Up Weekly for 2 
698 Broadway New York City 
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_ | .CARD HOLDERS 
‘|MORGAN SPECIALTY 
CORPORATION 


1440 Broadway 
New York, N. Y. 





NICKEL OR 
BRONZE JUNIOR 


500 for 18.75 























=| Rolling Step Ladders 


Enable you to reach your 
highest shelves conveni- 
ently. 


They last a lifetime 
and 


Are made in any style, 
shape or size te fit any 
kind of shelving. 


i a Write for general catalog 
| and let us suggest the 
best ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 














Constructive Salesmanship Needed 


Create Business Through New Ideas, Urges C. P. Boger, 
Discussing Present Day Problems of Retail Shoe Business 


66 fr Year day brings us in contact 

with everyone saying, ‘When will 
business get better and what can I do 
to get more business?’” observes C. P. 
Boger of Nunn Bush & Weldon Shoe 


0. 

“The answer is this: create business 
through new ideas together with con- 
structive facts. We all realize that we 
have been gradually getting back to 
what we call normal times; an ‘in- 
dustrial recess’ to meet the present-day 
demands. As soon as this reconstruc- 
tion is completed business will go on as 
usual. 

“In the meantime buying is going on 
just the same, but will take more effort 
on part of the retailer and manufac- 
turer. ‘High-powered’ salesmanship 
has to be changed to ‘constructive’ sales- 
manship. 

“Every retailer today is looking for 
suggestions as to ‘How can I increase 
my business?’ There is no more oppor- 
tune time than the present for the re- 
tailer to realize his objective. 

“The salesman should study the 
situation, by analyzing the retailer’s 
problem, selling him according to the 
outlet he has in each grade of merchan- 
dise, sizing up his stock in a systematic 
manner, considering the condition of 
his sizes from a turnover standpoint 
and selling him accordingly. Give him 
ideas as to his windows, advertising, 
store service, get him to concentrate 
on fewer lines, set up budget for buy- 
ing according to turnover. Show him 
every advantage your line of merchan- 
dise offers. 

“Recently I went into a town of 12,- 
000 population where I have an ac- 
count. In going into his store I no- 
ticed his windows were poorly dressed; 
no inviting atmosphere, poorly lighted, 
displaying cheap merchandise. I asked 
him ‘How’s business?’ Replying he said, 
‘terrible.’ I said ‘That’s peculiar, ‘be- 
cause I just came from a place down 
the street where they had a sign saying 
‘Business is good.’” ‘ 

I said: “You could create the same 
atmosphere in your store by using 
same effort to create-business. Let’s 
try an idea I have in mind. You select 





a list of names of men in your town 
who buy good shoes. Arrange a date 
suitable for me to spend in your store, 
sending a letter to this list inviting 
them into your store to see the factory 
display of men’s fine shoes. The date 
was agreed upon, windows trimmed 
for the occasion, announcements sent 
out. The event resulted in selling 32 
pairs of shoes at $10.00 and $12.50. It 
brought new customers who appre- 
ciated this service. This is conclusive 
proof that business is still to be had. 
But you have to go and get it.” 


Heads Community Drive 


PoRTSMOUTH, OHIo (UTPS)—Col. 
A. L. Mercer, president of the Vulcan 
Corporation, makers of wood heels 
lasts, etc., has been chosen general 
chairman of the Portsmouth Com- 
munity Welfare Fund drive which 
starts Nov. 28 and continues until Dec. 


The object is to secure funds for 
charitable and welfare work to the 
amount of $75,000. Col. Mercer, who 
came to Portsmouth in March, 1929, 
was formerly at Rockford, IIl., where 
he was president and manager of the 
Burson Hosiery Co. 


Bank Sees Evidence of 
Revival in Prospect 


New YorkK — There is an increased 
feeling in business circles that the 
country is at or near the “bottom” of 
the economic depression and that some 
progress may be expected to appear at 
any time, states the Guaranty Trust 
Company of New York in the current 
issue of The Guaranty Survey, its 
monthly review of business and finan- 
cial conditions in the United States 
and abroad, published this week. 

“While not much can be cited by way 
of concrete evidence to support this 
view, the very fact of reviving confi- 
dence is a factor of no small influence, 
which may prove to mark the turn,” 
The Survey continues. “One of the 
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country’s leading bankers, in a recent 
public utterance, summa the gen- 


| eral feeling of the business community 


when he said that ‘the extreme of our 
depression is probably as unwarranted 
as the extreme of our exaltation was 
fourteen months ago.” 


Pair Control 
By CaL J. MENSCH 
Managing Director, M. A. S. R. A. 


Three years ago the proprietor of 
a family shoe store was sold the idea 
that it was profitable to use a pair 
control system. During this period he 
reduced his total stock about 25 per 
cent. So it was easy to sell him the 
need of a size control record. The first 
six months size sales record was com- 
pleted Aug. 1. 

We are showing here the size analy- 
ses for women’s shoes; the other de- 
partments are equally interesting: 

Women’s shoes on hand Feb. 1, 1930 

—1916 pairs. 
Women’s shoes on hand, Aug. 1, 1930 
—1808 pairs. 

Sold, Feb. 1 to Aug. 1—1445 pairs. 

The basis used for classifying the 
sizes was: 

10 pairs or more per month of a size 

and width are termed Center sizes. 

6 pairs or more per month of a size 

and width are termed Safety sizes. 

8 pairs or more per month of a size 

and width are termed Caution sizes. 

Less than 3 pairs per month of a 

size and width are termed Danger 


sizes. 

The 5 center sizes did 27 per cent of 
the total sales. 

The 10 safety sizes did 32 per cent of 
the total sales. 

The 11 caution sizes did 22 per cent of 
the total sales. 

The 59 danger sizes did 19 per cent of 
the total sales. 

From the 85 sizes carried, nine sizes 
had no sales. Fifteen (17.6 per cent) 
sizes did 59 per cent of the total, 42 per 
cent of sizes sold were in C width. The 
three best selling sizes were 6C, 6%C 
and 7C. 

The total pairs on hand Aug. 1, 
classified as per sales, show the follow- 
ing: 

19 per cent of stock on hand covers 

the 5 center sizes. 

31 per cent of stock on hand covers 

the 10 safety sizes. 

25 per cent of stock on hand covers 

the 11 caution sizes. 

25 per cent of stock on hand covers 

the 59 danger sizes. 

Here’s the picture of per cent of sales 
and pairs on hand: 

5 center sizes—sales—27 per cent of 

sizes on hand, 19 per cent. 

10 safety sizes—sales—32 per cent 

__of sizes on hand, 31 per cent. 

II caution sizes—sales—22 per cent 

of sizes on hand, 25 per cent. 
~ B69 danger sizes—sales—19 per cent 
of sizes on hand, 25 per cent. 

With careful watching this merchant 
will have a perfectly balanced stock in 
another six months. Can you do as 
well? Unless you are using a pair con- 
trol record we know you can’t come 
within a mile. Try it—keep a record 
of all sizes sold for a six-month pe- 
riod; you will see how many pairs in 
slow moving sizes you have on hand. 
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A NEWLY perfected spread- 


ing device and rod with square 
threads of large pitch insure easy 
and accurate action. Blocks are 
of fully seasoned rock maple, 
and are shaped and finished as 
carefully as a last .. . Corn and 
bunion plates supplied with 
every stretcher. 
Every retail shoe store should also be 
equipped with the W/E Instep Stretch- 
ers, GAC Toe Raisers, and the Climax 
Shoe Stretchers for women’s high heel 


shoes. We also supply the well-known 
Repco Shoe Stretchers. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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a 
Boot and Shoe 


Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boot anp 
Suoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Athletic Shoe Co., Chicago, IIl 
Ault-Williamson Shoe Co., Auburn, Me.... 


Barney’s, New York City 

Bass, G. H., & Co., Wilton, Me 

Biarritz Sandals, New York City 

Bleecker Shoe Co., New York City 

Blog Shoe Findings Co., New York City.54, 64 
Brown Shoe Co., St. Louis, Mo 38-39 
Brooks Shoe Mfg. Co., Phila., Pa..... . 62, 64 
Burkley Shoe Co., Brockton, Mass 


Cambridge Rubber Co., Cambridge, Mass. 


Capezio, New York City 

Chase, W. 8., & Sons, Haverhill, Mass.... 

Chieago Theatrical Shoe Co., Chicago, Ill.. 64 

Clapp, Edwin, & Sons, Inc., E. Weymouth, 
Mass. 56 


Crescent Shoe Cu., New York City 
Crossett Shoe Co., Augusta, Me 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 70 
Edwards, J., & Co., Phila., Pa 4th Cover 
Emerson Shoe Mfg. Co., Rockland, Mass.... 56 
Evans’, L. B., Son Co., Wakefield, Mass.... 


Firestone Footwear Co., Boston, Mass..... 
Fried, Lazarus, & Sons, New York City... 
. Friedman, B.,-Shee Co., New York City, -.« 


Gibbon, C. 8., Phila., Pa.s.i......--.+e00% 67. 


Golo Slipper Co., New York City 
Greeley, A. W., Co., Haverhill, Mass 
Grossman, Julius, Inc., New York City. .34-35 


Heel Hugger Shoes, Iné., Auburn, N. ¥.... 52 
Hill Bros. Co., Hudson, Mass. 

Horwitz, Vincent, Co., New York City... 
Hoyt, F. M., Shoe Co., Manchester, N. H.. 58 





IN THIS ISSUE 


FROM THE EpIToR’s ANGLE 
O. P. I. (OTHER PEOPLE’s IDEAS)... 


CoMING rennin invent THEIR SHap- 
Ows 


SHop SToRE SERVICE SECTION.... 
PUTTING A PILLAR IN PLACE... 
ON THE SELLING END... 


NEws 0’ SHOES 


By Madame Hamilton Jeffries. . : 18 
My Murray C. French 
Says R. H. Fyfe, Dean of eet 


Merchants 
By Arthur D. Anderson 
By Harry R. Terhune 


Shoes for Christmas Gifts. . 

By Hugh Thompson 

By R. E. Andruss 

Forecast for December . 

Make It a Merry Christmas 

Good Store Fronts Sell Shoes... 48 


News of the Travelers and Sales 
Activities .... 





Johnston & Murphy, Newark, N. J 
Kendall Shoe Co., Haverhill, Mass....... ay 


Levey Bros., New York City 
Lion Shoe Co., New York City 


Midvale Shoe Co., St. Louis, Mo 

Miller Rubber Co., Akron, Ohio 

Mishawaka Rubber & Woolen Mfg. 
Mishawaka, Ind. 

Morse & Rogers, New York City 


Nettleton, A. E., Syracuse, N. Y..... ecccse SE 
Norridgewock Shoe Co., Norridgewock, Me. 62 
NuWay Shoe Co., New York City 


Old Colony Shoe Co., Brockton, Mass 


Packard, M. A., Co., Brockton, Mass 
Paristyle Footwear Mfg. Co., Inc., 
OME ccc pccvcsccscccaseciasccene re 
Pedigo-Lake Shoe Co., St. Louis, Mo 
Powell & Campbell, New York City 


Reynolds, Bion F., Brockton, Mass 

Richards & Brennan Co., Randolph, Mass.. 
Roberts-Johnson & Rand, St. Louis, Mo.... 
Robinson-Bynon Shoe Co., Auburn, N. Y.. 


Saks, M. J., Shoe Corp., New York City... 54 
Schwartz & Herder, Inc., Phila., Pa...... 64 
Shaft-Pierce Shoe Co., Faribault, Minn.... 70 
Smart, Bob, Shoe Co., Milwaukee, Wis..... 11 
Smith, Wm. Summer, Chicago, Ill.. 
Staey-Adams Co., Brockton, Mass..... 

Stern, R., & Co., New York City 

Swan Shoe Co., Baltimore, Md....... aeeve 60 


Valley Shoe Co., St. Louis, Mo..........-+. 5 
Vigorith-Rabkin Shoe Co., Cincinnati, Ohio. 67 


Weiss, J., Shoe Co., New York City 


LEATHER AND OTHER MATERIALS 


Boston, 


American Hide & Leather Co., 
ASB. wosscccevcees 
Armstrong Cork Co., Lancaster, Pa 


Barbour Welting Co., Brockton, Mass 

Barrett. & Co., Newark, N. J......3rd Cover 
Brown Company, Portland, Me 

Creese & Cook Co., Boston, Mass 
Dimond Kid Co., Boston, Mass 

Evans, John R., & Co., Camden, N. J....14-15 
Hubschman, E., & Son, Phila., Pa 

Levor, G., & Co., New York City.......... 2-3 


Northwestern Leather Co., Trust, apo 
Mass. 


Ohio Leather Co., Girard, Ohio 
Schmidt, Carl E., & Co., Inc., Detroit, Mich. 43 


Zapon Company, Stamford, Conn 
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